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The Case of the 
WANDERING WIFE 





Solved by Accident insurance 


A housewife arose from bed in the middle 
of the night and started walking in her sleep. 
Her husband was quite confused when he was 
awakened a few moments later by her calls 
from the yard. But he was not nearly as con- 
fused as the wife who had fallen out the bed- 
room window. (Claim payment—$961.80) 


There is no time during the day or night 
when one is immune from accidents. They 
happen without warning, striking suddenly 
and leaving lingering effects. 


Don’t let your clients be in the dark con- 
cerning Accident Insurance. They’ll be glad to 
learn that a Travelers accident policy can help 
pay medical expenses, and provide weekly in- 
demnity payments during disability. 


Your nearest Travelers manager will be 
happy to give you full details of The Travelers 
up-to-date Accident contracts ... backed up 
by a full selection of sales-building advertising 
and leaflets. 


THE TRAVELERS INSURANCE COMPANY 


Hartford 15, Connecticut 
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” HIGHLIGHTS OF GROWTH AND PROGRESS annnary, 
> % 
1945 1954 1955 
New Life Insurance Sales $ 127,916,014 $ 337,639,565 $ 405,323,379 
Average Size Policy $ 4,744 $ 7,518 $ 8,741 
Percent of Total Sales on 
Lives of Old Policyholders 31% 37% 40% 
. Amount of Sales on Lives of 
Old Policyholders $ 40,226,541 $ 124,060,695 $ 160,828,618 
Life Insurance in Force $1,381,547,564 $2,865,474,403 $3,123,345,685 
Total Assets $ 591,110,377 $1,102,366,975 $1,188,653,256 
Unassigned Funds (Surplus) $ 28,744,342 $ 58,451,076 $ 65,064,099 
Dividends to Policyholders $ 7,060,000 $ 19,350,000 $ 21,950,000 
Interest on Dividend Accumulations in 1956 — 3.15% H 
Interest on Optional Settlements in 1956 — 3.30% s 
“ne s 
WA & ANNUAL STATEMENT 
December 31, 1955 
OUR OBLIGATIONS (LIABILITIES): TO MEET OUR OBLIGATIONS WE HAVE (ASSETS): 
ins. & Annuity Reserves es $ 814,611,094 Bonds 0.0.0.0... Sr deteueacceaer ate $ 477,274,579 
Policy Proceeds, Dividends, and other Funds Stocks .....0..0........ Pete Pee 141,714,648 
Left with Company at Interest 189,391,861 Mortgages 457,205,451 
Amount Reserved for 1956 Dividends Real E , gene ae ee <<. ba 
to Policyholders . eee Oe 
Reserve for Options in Policies Not Home Office $ 2,866,832 
Yet Matured ; se 15,917,000 Investment Properties 26,198,812 29,065,644 
Security Valuation Reserve .... ney ee SAVORGO FRG CY ILORINS 655.55 cs55c5.ccd cae ceceeaccusevosncsussesscescctade 40,134,971 
Reserve for 1956 Taxes .... . she 4,667,000 Cash in Banks ........ ere ae ae 17,591,575 
Miscellaneous Liabilities seeeeeeees 14,537,513 interest Due and Accrued ......... Rs eh a 11,442,963 
Total Liabilities 0. 00.0.0... ..$1,095,039,025 Premiums Deferred and in Course of 
Rint iinet ites Collection and other Assets ............. Wee ter 14,223,425 
Contingency Reserve .....$28,550,132 Total Assets ......... ...$1,188,653,256 
Unassigned Funds +++» 65,064,099 NOTE: Securities carried at $250,000 in the above state- 
Surplus to Policyholders ........  amatS614,231 ment are deposited with various public officials for pur- 


Total Bees $1,188,653,256 poses required by law. 


The Connectient Mutual 


LIFE INSURANCE COMPANY : HARTFORD 
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C. J. Zimmerman 
to Be President 
of Conn. Mutual 


LIAMA Managing Director 
to Take Post Vacated by 
George F. B. Smith 


Charles J. Zimmerman, managing 
director of LIAMA since 1951, will be- 
come president of Connecticut Mutual 
Life. He will succeed George F. B. 
Smith, who resigned some weeks ago. 

The Connecticut 
Mutual board re- 


cently approved 
the selection of 
Mr. Zimmerman 


contingent on his 
acceptance, which 
was received 
Tuesday. Formal 
action electing 
him president is 
scheduled for 
April. 

Inbecoming 
president of Con- 
> necticut Mutual Mr. Zimmerman will 
’ be returning to the compay with which 
he entered life insurance sales work 
in 1926, in the New York City agency 
headed by Peter M. Fraser, now in the 
company’s top executive position as 
chairman. 





C, J. Zimmerman 
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Mr. Zimmerman became executive 
manager of the New York City Life 
Underwriters Assn. immediately after 
receiving his master’s degree in com- 
mercial science at Amos Tuck business 
administration school at Dartmouth in 
1924. He had graduated from Dart- 
mouth the previous year. 

Two years after joining the Fraser 











San ec thE LAE 


agency, he was named head of a new 
district office of the agency at Bridge- 
port, Conn. In 1931 he became general 
agent for Connecticut Mutual at New- 
ark. By 1937, despite the depression, 
he had boosted production from $500,- 
000 to $7 million. In 1937 he went to 
Chicago as general agent, where he 
brought his agency from 33rd to sec- 
ond place in company ranking. 


Mr. Zimmerman was elected presi- 
dent of National Assn. of Life Under- 
writers in 1939, the youngest man 
ever elected to that office. He has 
served as a director of American So- 
ciety of CLU. On returning in 1946 
from the navy, where he rose to the 
rank of captain, he joined LIAMA as 
director of institutional relations. 
Through his work, LIAMA became a 
leading force in coordinating the ef- 
forts of many institutional groups in 
the life insurance business. He was 
instrumental in the cooperative effort 
that led to the formation of Life Un- 
derwriting Training Council. 

Mr. Zimmerman was elected assis- 
tant managing director in 1947 and as- 
sociate director in 1948. In 1951, on 
the death of John Marshall Holcombe 

(CONTINUED ON PAGE 19) 





Group Committee 
of NALU Stirred 
by Huge Limits 


HARTFORD—Indignant letters from 
National Assn. of Life Underwriters 
members to the chairman of the group 
insurance committee gave an added 
note of urgency to the deliberations 
of the committee during the midyear 
meeting here of NALU. 

The letters dealt with the General 
Motors dealer group written by Metro- 
politan Life with limits running up to 
$100,000 per life. However, it was 
pointed out the letters to the commit- 
tee were apparently the result largely 
of the wide publicity given the General 
Motors case and that it would be un- 
fair to single out either General Motors 
or Metropolitan, since other cases are 
being written with limits reportedly 
as high as a million dollars per life. 

With time out for lunch, the com- 
mittee ran from 9 a.m. till after 4 p. m. 
Considerable of the time was spent in 
trying to decide how specific to be 
about the General Motors case in 
framing a motion recommending that 
NALU urge local and state associa- 
tions to bestir themselves more actively 
in seeking the enactment of the “20/40” 
group life limit in those states that 
lack it. It was finally decided to make 
the motion in general terms, citing the 
increasingly high top limits that have 
been reported but not singling out any 
case or company. 

One of the toughest barriers in the 
way of making the 20/40 limit effective 
is the fact that New York repealed 
its limit several years ago. It placed 
the New York companies at a dis- 
advantage in competition with other 
companies and it has been generally 
believed that it would not be possible 
tu get a limit passed in New York un- 
til it had been passed in the other 
leading industrial states. Nevertheless, 
the committee voted to recommend a 
renewed fight in behalf of the 20/40 
limit, especially in New York. 

One source of concern is the con- 

(CONTINUED ON PAGE 20) 
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Hedges Raps Rush 
for Volume; Says 
lt Hurts Prestige 


HARTFORD—“Volume - at - any 
price” practices drew some outspoken 
criticism from 
Herbert A. Hedg- 


es, general agent 
of Equitable of 
Iowa at Kansas 


City and a past 
president of Na- 
tionl Assn. of Life 


Underwriters, in 
his talk at the 
NALU - LUTC 
luncheon’ during 





the NALU mid- 
year meeting here. 

Mr. Hedges was 
particularly incensed at the companies 
for having taken the federal employes 
group life case virtually ex-commis- 
sion on the ground that the govern- 
ment would have self-insured if the 
companies insisted on commissions be- 
ing paid. 

“Phooey!” he exclaimed, adding that 
if the companies, instead of following 
the course they did, had gone to the 
agents and said “we’re in trouble,” 65,- 
000 agents would have swung into 
action. 


“We represent most of the 90 million 
policyholders,’ he said. “They’re the 
ones that hire and fire those guys at 
Washington. We’re offering you our 
services, if you should ever be abused 
like that again. So I say, mildly, it was 
a bad precedent. We don’t like the idea 
of your by-passing your dealers.” 

Taking a crack at the recent General 
Motors dealers group case with limits 
running up to $100,000 per life, Mr. 
Hedges said: “I think it’s about time 
that NALU should ask General Motors 
to furnish us cars at cost.” 

“Why do companies give mutual 
funds decreasing term insurance and 

(CONTINUED ON PAGE 20) 
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NALU Membership 48,620, Up More Than 7,000 


HARTFORD—National Assn. of Life Underwriters membership stood at 
48,620 on Wednesday, a gain of more than 7,000 over this time last year. The 
announcement was made by Robert L. Walker, Peninsular Life, Orlando, im- 
mediate past president of NALU, in making the motion to adjourn the mid- 
year meeting here of the NALU national council. 


N.Y. Disagrees on Union Welfare Bill 


Republicans in the New York state senate have passed a bill to regulate union 
welfare funds operated jointly by management and labor but not those opera- 
ted solely by employers. The Democratic administration had asked for legisla- 
tion regulating all union welfare funds. The GOP bill went to the assembly, 
where it was referred to committee. A bill to prohibit the licensing of any in- 
surer owned or controlled by a foreign government was passed and sent to 


Gov. Harriman. 


Hancock Names Leonard at Sacramento 


John Hancock has opened a general agency in Sacramento and has named 
Noyd A. Leonard general agent. Mr. Leonard, who has been assistant general 
agent at San Francisco for the past year, entered the business in 1934 at Marys- 
ville, Okla. He is past president of Seattle Assn. of Life Underwriters and 


Seattle Life Managers Assn. 


60th Year, No. 12 
March 23, 1956 . 








Bank-Loan Plan : 
Stirs Controversy 
At NALU Midyear 


Concern Expressed Over 
Anticipated Crackdown 
by Treasury Department 


By ROBERT B. MITCHELL 


HARTFOR D—Whether National 
Assn. of Life Underwriters should pub- 
licly acknowledge the imminence of 
Treasury action against the bank-loan 
plan of selling life insurance became 
the center of live- 
ly debate at the 
NALUnation- 
al council meeting 
Wednesday during 
the midyear meet- 
ing of the associa- 
tion. 

The _ bank-loan 
plan, by which 
high-bracket buy- 
ers borrow money 
to buy life insur- 
ance and thus en- 
joy a tax advan- 
tage, is regarded with disapproval by 
responsible Treasury officials, Gerard 
S. Brown, Penn Mutual, Chicago, re- 
lated in offering his report as chair- 
man of the federal law and legislation 
committee. He said two assistants to 
the Treasury Secretary had discussed 
the situation with him and left no 
doubt in his mind that they would 
press for action without much more 
delay. 


Stanley C. Collins 


Mr. Brown said all that has pre- 
vented action up to this point is an 
understanding of the many needs for 
borrowing on life policies for reasons 
totally unconnected with tax avoid- 
ance and the difficulty of framing 
measures that would hit at the tax 
advantage the bank loan provides for 
the “favored few” without causing 
difficulties for others wanting to make 
loans on their policies. 

David Blumberg, Massachusetts Mu- 
tual, Knoxville, Tenn., said he didn’t 
want to debate the merits of the bank- 
loan plan but felt it inadvisable for 
NALU to publicize, through release of 
a committee report, an unfavorable 
attitude expressed informally by 
Treasury officials, since there had been 
no official statement from the Treas- 
ury. 

Mr. Brown countered that this an- 
tagonism to bank loan plan exists at 
the Treasury and there can be no 
doubt that some kind of action is going 
to result. One course, he suggested, 
might be a ruling or regulation setting 
a cut-off date after which tax deduc- 
tions for interest on loans to buy pol- 
icies would be disallowed. He said if 
that happened he would hate to be in 
the shoes of people who have been 
buying bank-loan plans—or of agents 
who have been selling them. 

The amendment offered by Mr. 

(CONTINUED ON PAGE 19) 
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AT AGENT’S FORUM: 





Sales Ideas That Work 





Ackerman Lauds Short-Term Trusts, 


Split-Dollar, Key-Man 


HARTFORD—Dean Laurence J. 
Ackerman of University of Connecti- 
cut school of business, in his talk 
at the agents’ forum during the Na- 
tional Assn. of Life Underwriters mid- 
year meeting here, told how to use 
three “vehicles to your next million 
dollars of production.” 

By L. J. ACKERMAN 

The first vehicle to your next mil- 
lion dollars of production is the short- 
term trust. It is a 
method by which 
one can transfer 
income - produc- 
ing property from 
his high tax brack- 
et to the lower tax 
bracket of the 
trust or its bene- 
ficiary, without 
surrendering per- 
manent possession 
of the property. It 
calls for an irre- 
vocable trust cre- 
ated for a period of 10 years or longer 
(unless the beneficiary dies sooner.) 
When the trust period ends, the prop- 
erty goes back to the original owner. 
During the life of the trust, the in- 
come will be taxed to the trust, if ac- 
cumulated, or to the beneficiary, if 
distributed. The transfer of the prop- 
erty to the trust will be subject to a 
gift tax on the value of the commuted 
income from the property. 

Life insurance finds many uses in 
this device. May I mention one use 
very briefly. Mr. X wants to build a 
fund for his son which, perhaps, could 
be utilized for higher education. The 
son, Y, is eight years old. X is in a 50% 
tax bracket. If the college education 
costs $8,000, X would need $16,000 be- 
fore taxes to obtain this sum. Suppose 
X had some bonds worth $25,000 and 
producing a 4% return. He places these 
bonds in the short-term trust. The 
trustee buys a 10-year endowment on 
son Y and utilizes the income from 
the bonds to pay the premiums. The 
trust would net about $820 a year 
after taxes. 

This would buy about $9,000 of 10 
year endowment insurance on the boy. 
When the trust ends, X has his securi- 
ties back and the boy has enough 
money to go to college. Without the 
trust and presuming the same tax rate 
yearly for the father, only $5,000 would 
be accumulated in the 10-year period. 
The $4,000 gain is prodigious. 

There are many other uses of this 





L. J. Ackerman 








Birmingham, Louisville 
Seek NALU ‘59 Midyear 


HARTFORD—Birmingham and Lou- 
isville have invited National Assn. of 
Life Underwriters to hold its 1959 
midyear meeting at their respective 
cities. The invitations were extended 
during the midyear meeting here. It is 
the first open date for a midyear meet- 
ing. The 1957 meeting is slated for 
Roanoke, Va., and the 1958 meeting for 
Buffalo. 

Annual meetings, beyond this year’s 
convention scheduled for Washington, 
D.C. are Detroit in 1957, Dallas in 
1958, Philadelphia in 1959, and Mil- 
waukee in 1960. 


Coverages 


trust device in which insurance can 
play a role. 

Normally the trust must be for a 
minimum period of 10 years, unless 
the beneficiary of the trust dies before 
that time. The donor cannot reserve 
the right to revoke the trust in less 
than 10 years from its date of creation. 
Nor can the donor change the trust 
provisions after its establishment. 

No special privileges such as the 
right to borrow without adequate se- 
curity and interest or the right to buy 
a trust asset without sufficient con- 
sideration must be given the creator 
of the trust. Finally, the donor cannot 
use the income from the trust. This 
is a very brief layman’s synopsis of 
this useful planning device. It is as- 
sumed that an attorney will handle 
the legal and tax problems and that 
you will devote yourself to the tasks 
of stimulating the idea in the prospect’s 
mind and handling the insurance ar- 
rangements. 

The second idea I commend to you 
is the split-dollar concept. Interest in 
this idea has suddenly erupted again. 
The history of this idea is shrouded 
in mystery. One story is that an anx- 
ious father, worried over the future 
security of his daughter and grand- 
children, came up with the idea. He 
knew that his son-in-law was long on 
potential, but short on cash. How could 
he help this young man and yet keep 
costs down to a minimum? Some im- 
aginative life underwriter came up 
with the split-dollar plan. 


The net result was that daughter 
and grandchildren had adequate pro- 
tection. The father escaped from his 
concern at no cost to himself. The 
son-in-law was able to resolve his fam- 
ily financial security obligations, in the 
event of death, at a cost less than the 
usual] term rates. It was an easy tran- 
sition into the business world. The 
concern employers had for the employe 
of promise who needed life insurance 
to protect his family could be met 
through this device. 

The mechanics of the plan are sim- 
ple. An employe and his employer 
agree that insurance shall be pur- 
chased on the employe’s life. On the 
premium due date, the employer pays 
the net premium after dividends. From 
the employer’s funds come that portion 
of the premium equal to the increase 
in cash value. From the employe’s sala- 
ry is deducted the remaining sum re- 
quired to pay the premium. 

During the first year, the entire pre- 
mium would be charged normally to 
the employe unless the policy had a 
cash value at the end of that year. If 
it did have such a cash value, the em- 
ployer would pay so much of the pre- 
mium as equals such cash value. After 
a period of time, the employe will 
make no further contributions since 
the cash value will increase in an 
amount each year greater than the net 
premium. 

At the employe’s death, the proceeds 
equal to the guaranteed cash value 
are paid to the employer; the excess 
is paid to the insured’s beneficiary. 

The policy may be collaterally as- 


signed to the employer, or the employer 
(CONTINUED ON PAGE 20) 


GAMC Brass Shown at Hartford Meeting 


Sal 





Be i 


Judd C. Benson, chairman of General Agents & Managers Conference, and a 





< 


Past president of NALU, was host at dinner to officers of GAMC during the 
NALU meeting in Hartford: From left, Lawrence W. Jackson, executive direc- 
tor of GAMC; L. B. Drury, Sun Life of Canada, Philadelphia, GAMC secretary; 
Mr. Benson; M. L. Camps, John Hancock, New York City, past chairman of 
GAMC, and L. Mortimer Buckley, New England Life, Dallas, vice-chairman of 
GAMC. Carr R. Purser, Penn Mutual, New York City, the other vice-chairman, 


was unable to be at Hartford. 








‘TO BE DEBT FREE’: CLEETON 


NALU Board Gives 
OK on Construction 
of New Building 


HARTFORD—tThe National Assn. of 
Life Underwriters headquarters build- 
ing in Washington moved a step closer 
to materialization with authorization 
from the NALU board of trustees to 
proceed immediately with construction 
of the proposed structure. The author- 
ization was given to the special build- 
ing committee headed by Charles E. 
Cleeton, Occidental of California, Los 
Angeles, at the NALU midyear meeting 
here. 

The trustees also heard an optimistic 
progress report on details preliminary 
to the construction and on the cam- 
paign to raise funds to finance and 
equip the new building. The report 
was given by Mr. Cleeton, who said 
the final plans of the architects are in 
the hands of the District of Colum- 
bia building commission and the fine 
arts commission. Approval of the plans 
is expected shortly. Construction bids 
on the building will be opened March 
28, said Mr. Cleeton. 


Mr. Cleeton and his fellow-members 
of the building committee reviewed the 
fund-raising campaign and its progress 
to date, terming the countrywide ef- 
fort “certain of producing enough mon- 
ey so that we can dedicate a debt-free 
memorial headquarters.” 

Although the latest phase of the 
fund-raising effort is just getting into 
high gear east of the Mississippi, Mr. 
Cleeton advised the board that there is 
every indication that a “groundswell of 
enthusiasm,” plus the addition of new 
members and new associations to the 
NALU network, will produce far more 
money per capita than did the organ- 
ization’s first successful campaign, in 
1954. 

“We are just beginning to feel the re- 
sults of the campaign in the western 
half of the United States,” he said, 
“and they’re inspiring, indeed. The 
percentage of charter builders—those 
who contribute $100 or more and will 
have their names engraved on bronze 
plaques in the foyer of the memorial 
building—is increasing. Then, too, we 
are welcoming more and more associa- 
tions into the 100% class—that is to 
say, every member in these associa- 
tions made a contribution to the build- 
ing fund.” 





February Life Sales 
Hit $3,707,000,000; 
Ordinary Rises 19% 


Life insurance sales in February 
totaled a record $3,707,000,000, up 
10%, and brought the aggregate for 
the first two months to a high of $7,- 
449,000,000, up 15%, according to 
LIAMA. Credit life is excluded. 

Ordinary life sales were $2,626,000,- 
000, up 19%, for the largest February 
total on record. 

New group life sales were $557 mil- 
lion, down 9%, and industrial life 
sales were $524 million, down 4%, in 
February. 

Ordinary life sales in the first two 
months amounted to a record $5,096,- 
000,000, up 15%. 

New group life sales in the first 
two months were a record $1,379,000,- 
000, up 40%. The group figures repre- 
sented only new groups set up and not 
additions to contracts already in force. 

Industrial life sales totaled $974 mil- 
lion, down 8%, in the two months. 





Oren Pritchard 
Candidate for 
NALU Secretary 


HARTFORD —Trustee Oren D. Prit- 
chard of National Assn. of Life Under- 
writers is a candi- 
date for secretary 
of NALU. His can- 
didacy was an- 
nounced in a state- 
ment made here 
by Harry V. Fore- 
man, American 
United Life, Indi- 
anapolis, president 
of the Indiana as- 
sociation, and Vin- 
cent I. Ryde, Con- 
necticut Mutu- 
al, president of the 
Indianapolis association, endorsing Mr. 
Pritchard’s candidacy. 

Mr. Pritchard, who is manager for 
Union Central at Indianapolis, is chair- 
man of the NALU state law and legis- | 





O. D. Pritchard 


lation committee and a member of | 


other committees. He has held all the 
offices in the Indianapolis and Indiana 
associations and the general agents and 
managers association. He has served 
17 years as legislative chairman o 
the state association. 
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More Sales Per Man 
) _| Seen as Best Route 
| for Agency Growth 


Stepped-Up Recruiting, 
Larger Average Sales 
Rank Next: R. C. Johnson 


HARTFORD—More agents and 
larger average sales are excellent ways 


ndaji, agency growth but better than 
= either is more sales per agent, Ray- 
rec- | mond C. Johnson, New York Life’s 
ary; | vice-president in charge of agency 
n of | affairs, told the luncheon session of 
n of § General Agents & Managers Confer- 
nan, § once during the National Assn. of 


Life Underwriters midyear meeting 
here. 

“It seems to me,” he said, “that this 
offers greater opportunities at this 
particular time than the other two we 





Within the next two weeks the ap- 
pointment of “a noted management 
authority as director of management 
education for the American College” 
will be announced, said Mr. Johnson, 


ar 
“a adding that “it is expected that within 
for | the next year or two this individual, 
$7, | working with other company and in- 


to stitutional management experts, will 
be able to develop an outstanding pro- 





00,- | gram for education in management 
ary | fundamentals.” 
nil- § have discussed. Actually, with all our 


great sales increases of recent years, 
. MF few companies and few agencies are 
making many more sales than they 


two fF did 10 years ago, and most are making 
96,- | fewer. Our increases have come al- 
: most altogether from the increases in 
irst ? the average size of the sales.” 

J0,- Illustrating this situation, Mr. John- 
re- § son said New York Life in 1950 sold 
not § 239,000 policies for slightly more than 


a billion dollars of ordinary insurance, 
while in 1955 it sold 280,000 policies 
for $1.8 billion ordinary, up 80% in 
volume but an increase of only 17% 
in number of policies sold. And be- 
cause the company had many more 
agents, this actually represented a 
decrease in the average number of 
sales per producer. 

Mr. Johnson pointed out that it is 
not necessary to get agents to double 
‘it- the number of sales or anything ap- 
proaching that—just to make one more 
sale per month than they are making 





$13,919,000 of ordinary last year had 
an average number of sales per agent 
of 3.67 per month. An increase of only 
one more average size policy sale per 
month by each agent would increase 
the 1956 sales of this agency by $3,- 
976,000, or 27% 

Another agency in a large southern 
city paid for $11,668,000 of ordinary in 
1955. It averaged 2.78 policies per 
month per agent in 1955. Raising the 
average by one policy would increase 
the 1956 volume by $4,194,000 or 36%. 

A New York City agency that sold 
$8,681,000 averaged 2.34 policies per 


agent per month. If each agent would 
sell only one more policy per month 
this year, sales would rise $3,709,000, 
or 42%. None of these are isolated 
examples, Mr. Johnson emphasized. 
While not the average for the entire 
New York Life or probably the in- 
dustry, “I daresay it is the average to 
be found in many agencies,” he said. 

“These figures from the _ record 
books tell the story, more forcefully 
than mere words, of the volume-pro- 
ducing power of more sales per sales- 
man—not by asking them to make 10 

(CONTINUED ON PAGE 17) 





Lunching at the headquarters hotel! 
in Hartford during the NALU midyear 
meeting: Trustee Sam Starrett, Guar- 
antee Mutual, Omaha, and R. L. Me: 
Millon, B.M.A., Abilene, Tex. 





OHIO 
NATIONAL 
LIFE 


A Generel” Agent's . 
School in session. 
Like the training 
' schools for agents, 
emphasis is on 
individual attention 
and instruction. 


design for tomorrow... ___ >> 


The home of tomorrow will be a 
push-button miracle, with comfort 
and convenience planned in every 
square inch. But in this highly 
mechanized, electronic world, man 
will still need the protection and 
security of insurance plans of 


The Ohio National Life. 


agents 
design for 


COMOTroOwW, 











cere) 





A ecod agent becomes a better agent at The Ohio National Life eiiesiibe 
Sonar through a program of progressive training. In the first two 
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now. For example, a New York Life 
agency in the midwest that paid for 
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Fred White, Massachusetts. Mutual, 
Buffalo, is greeted on his arrival at 
the midyear meeting in*fartford by 
his roommate, E. L. Reiley, Mutual 
Benefit Life, Philadelphia. Both are 
directors of General Agents & Manag- 
ers Conference and acted as joint room 
hosts on training methods at the 
GAMC room-hopping session. 
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Stress Coordination of Sales Promotion 
and Training at LAA Eastern Round Table 


NEW YORK—Benefits to be gained 
through close coordination of the sales 
promotion and training staffs were 
emphasized by Kenneth Brooks, asso- 
ciate director of sales promotion of 
Prudential, and Lawrence W. Stratt- 
ner Jr., director of training of Berk- 
shire Life, at the annual eastern round 
table of Life Advertisers Assn. 

It is up to the sales promotion staff 
to provide the sales tools for the 
agents’ use and also the tools for train- 
ing the agents, Mr. Brooks declared 
during the 2-man “mugwump” panel. 
Promotion people can give added im- 
petus to agent-training material by 
lending their creative talents to the 
writing of this material in cooperation 
with the training staff. He suggested 
that men from both departments 
might organize a “task force” for work- 
ing together on projects of common 
interest. Trainers and promoters are 
apt to become so engrossed in their 
own jobs that they miss out in the 
field of coordination, he said. 

Speaking from the training side of 
the fence, Mr. Strattner also called for 
the closer integration of the training 
and promotion staffs. Prospecting and 
visual material, consumer leaflets and 
the sales track are among the many 
areas of common interest because they 
are produced by the sales promotion 
staff and presented by the training 
staff to the agents. “Although you may 
be a specialist,” he told the promoters, 
“your job still is to sell life insurance, 
and your philosophy should be directed 
to that end.” 

At Berkshire, Mr. Strattner said, the 


sales promotion and training men get 
together to set up projects for the year. 
The promotion and advertising men 
then go to work on the projects, de- 
signing material for programming and 
single need sales. This is the way the 
sales promotion and training staffs 
must “mesh” their activities, he said. 

Mr. Brooks and Mr. Strattner agreed 
that promotion and training men 
should work together closely in plan- 
ning and launching sales campaigns. 
The trainers can help the promoters 
with ideas and the promoters can help 
the trainers build enthusiasm, Mr. 
Brooks said. Coordination is needed 
here because promotion men may be 
“banging away” on prizes and gim- 
micks while the training men are 
preaching the purity of the profession, 
Mr. Strattner said. 

As for coordination in developing 
new products, Mr. Brooks noted that 
six or eight departments are interested 
when new products are planned at 
Prudential. 

Cooperation is needed in preparing 
sales tracks, Mr. Strattner said, be- 
cause the trainers will instruct agents 
in the use of the tracks and, therefore, 
should be asked to help write the ma- 
terial. Trainers should act as critics of 
leaflets and pamphlets written by 
promotion men, Mr. Brooks said. The 
moderator, Curtis Reed, Travelers, said 
this also should be done when sales 
tracks are prepared because trainers 
can help prevent loss of impact. Train- 
ers can help develop leaflets and other 
material, then urge agents to use them. 

Training men should be called in on 
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development of direct mail to build 
cooperation between the staffs, Mr. 
Strattner stated. Trainers should see 
what they are endorsing and teach 
agents to use this sales tool, he said. 

Both speakers agreed that the assist- 
ance of training men in the area of 
public relations is not needed much 
beyond helping promotion people build 
up the agents. They also felt there 
should be some coordination between 
training and promotion staffs in de- 
velopment of national and trade ad- 
vertising. But they indicated that the 
extent of cooperation need not be as 
great in these two areas as in others. 

The “fence” on which the ‘“mug- 
wump” bird sits must be removed from 
between the departments, Mr. Reed 
said. Both must move toward each 
other. 

Seventy-five ideas were suggested 
as elements for a sales campaign based 
on repeat business from policyholders 
by a “brainstorming” panel at the 
morning session. The ideas were re- 
corded by a secretary, mimeographed 
and distributed to everyone for dis- 
cussion in three repeating round tables 
in the afternoon. One round table dis- 
cussed planning a repeat business cam- 
paign, another considered its motiva- 
tion, and the third took up the public 
relations aspects. 

e e e 


Among “brainstorming” ideas which 
received much attention from the 
round tables were an opinion survey 
of policyholders; special underwriting 
standards for a campaign; annual re- 
ports to policyholders; a policyholders’ 
month; lunches for policyholders; mag- 
azine for policyholders; open houses 
at new branch offices; policyholder or 
prospect-swapping campaign; mass 
mailing on company birthday to pol- 
icyholders; service contest for agents 
with a prize going to the agent who 


services a “mystery” policy selected 
by electronic machine. 
Moderator of the “brainstorming” 


session was Walter M. Harrison Jr., 
Travelers. Participants were Richard 
M. Boulton, Phoenix Mutual Life; 
Walter M. Harrison Jr., Travelers; 
Walter H. Cornish, Prudential; Paul 
Duling, Postal Life; William C. Heim- 
burg, New York Life; Helen S. Hogg, 
Provident Mutual Life; D. T. McGraw, 
Acacia Mutual Life; Paul Troth, New 
York Life; Russell V. Vernet, Mutual of 
New York; and Leonard J. Watson, 
Security Mutual Life of Binghamton. 

Many of the same ideas suggested 
in the morning were discussed at all 
three afternoon round tables, which 
were conducted by the morning’s pan- 
elists. 

e 7 e 

The public relations round table 
gave some attention to an opinion 
survey of policyholders. It was stressed 
that solicitation of complaints from 
policyholders should be avoided. A 
clearing house at the home office 
where complaints and other replies 
could be classified was _ suggested. 
Mentioned in this connection was a 
policyholders’ service month, which 
might feature the mailing of a form to 
policyholders to learn their needs and 
to offer service. A difficulty might be 
that some policyholders reside in in- 
accessible areas. 

This problem also may arise when 
offers of service are made with dis- 
tribution of the annual report to pol- 
icyholders. Some companies solicit 
questions from _ policyholders when 
they mail the report, and others do 
not. Some send out complete reports 
and others give condensed ones. A 
number of participants advocated dis- 
tribution of a condensed report to all 

(CONTINUED ON PAGE 15) 


Life of Va. Marks j 
85th Anniversary 
with Billboard Ads 


Life of Virginia, celebrating its 85th 
anniversary this month, has launched 
an intensive advertising campaign fea- 
turing 1,000 billboards in 120 cities in 
its 24-state territory. 

The billboards will show a full color 
reproduction of the Natural Bridge of 
Virginia and will carry the message, 
“For 85 Years the Natural Bridge to 
Security,” followed by the company’s 
name. 

This is one of the most extensive 
outdoor advertising programs ever un- 
dertaken by a U. S. life company. Its 
adoption was influenced by the popu- 
larity and effectiveness of the test use 
of billboards in the last two years. 

Agents will follow up the campaign 
with direct mail, by distribution of 
pictures of the Natural Bridge suitable 
for framing and blotters which are 
reproductions of the billboards. Mats 


for cooperative advertising in local pa- | 


pers are available to agents. 


The annual statement folders are 


tied in with the anniversary theme. 
An 85th anniversary sticker will be 
used on mailings, policy jackets, pro- 
posals and other papers. A special decal 
will be distributed to field offices. The 
company’s letter head has been rede- 
signed for use during the remainder 
of the year. 

Three new prestige building items 
directing attention to the anniversary 
have been added to the line of adver- 
tising novelties made available to 
agents on a cost-sharing basis. 

Ordinary and combination agents 


will capitalize on the advertising by | 


concerted sales efforts in March and 
April. 


Franklin Buys L.A. Property | 


Franklin Life has purchased the 
Pellissier building and other sites com- 
prising the entire block situated on the 
south side of Wilshire boulevard, be- 
tween Western and Oxford avenues, 
in Los Angeles. The property was ac- 
quired as an investment and will serve 


as the company’s California head office. | 


Purchase price of the _ property, 


which fronts 300 feet on Wilshire | 
boulevard and 645 feet on both West- | 
ern and Oxford avenues, was not dis- 


closed. The main building is a modern 
12-story steel and concrete office and 
commercial structure, containing 202,- 
130 square feet and extensive parking 


facilities. A huge Franklin Life elec- © 


tric sign will soon be erected on the 


top of the tower. George A. Landis is 


California manager. 
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Leggett Suggests 
Uniform Insurance 
Code for All States 


Would Provide Structure 
on Which to Build Locally, 
He Tells Chicago Group 


Adoption by all states of a uniform 
basic insurance code was suggested by 
Superintendent C. Lawrence Leggett 
of Missouri in his address Monday be- 
fore the insurance group of Union 
League Club of Chicago. Mr. Leggett 
said such a code, supplemented in each 
state with whatever laws are necessary 
to cover situations peculiar to that 
state, is not an “ivory tower dream,” 
put something for which the need is 
“apparent to everyone connected with 
the insurance industry and its regula- 
tion.” 

The idea of uniform basic insurance 
laws was first brought up, indirectly, 
by Mr. Leggett in his presidential ad- 
dress at the NAIC midyear last Decem- 
ber at New York. 

Uniform laws covering accident and 
sickness policy provisions, service of 
process, unfair trade practices and A&S 
advertising are steps in the direction of 
uniformity, Mr. Leggett remarked. 
They have been well received and are 
good for the industry in alleviating 
current and pressing problems. How- 
ever, he said these bills are more the 
result of “Monday morning quarter- 
backing” than of forward planning. 
They are the results of a crisis, the 
remedial action. Such laws, created 
under pressure, may not necessarily 
be the best solution. The need for im- 
mediate uniformity results in a stop- 
gap measure without giving sufficient 
consideration to future needs. Then, 
when the crisis passes, no further con- 
sideration is given to the problem until 
it again reaches disaster proportion. 

The A&S standard provisions and 
other uniform laws, Mr. Leggett said, 
“seem to have taken care of the cur- 
rent crises in insurance regulation. I 
think it is time, therefore, that NAIC, 
with the usual cooperation of industry, 
engage in some forward thinking to 
provide a uniform basic code which 
will permit the continued growth of 
the industry and which may very well 
eliminate future problems before they 
arise.” 

Under a uniform code, Mr. Leggett 
said, there would be such advantages 
as actions of one department in deal- 
ing with the local problem serving as 
a creditable precedent for other com- 
missioners, and the availability to 
courts of all jurisdictions, the thinking 
and decision of other courts called on 
to interpret identical language. Also, 
he suggested, companies could realize 
substantial savings in dealing with ad- 
mission requirements, agent licensing, 
deposits, rating, policy forms, etc. 

Mr. Leggett said he hopes to have 
the Missouri laws recodified in 1959, 
and before that have enabling legisla- 
tion adopted in the 1957 session. The 
Missouri situation, which he described 
as comparable to that in other states, 
puts the commissioner in the position 
of having to interpret 189 pages of 
Statutes, some of which have not 
been changed since 1869. There is a 
“crazy quilt” of statutory law full of 
8aps and inconsistencies. The commis- 
sloner, because of the complexity of 


‘insurance, cannot expect the legisla- 


ture to spell out in statutory form 
every detail of insurance regulation. 
An area of discretion is given to the 
commissioner so that the law is flexi- 
ble enough to permit continued growth 
of the business. Such discretion can- 
not be abused, he remarked, even to 
desirable ends, and the commissioner 
can interpret the law only in the light 
of legal decisions and the needs of the 
business. Such interpretation does not 
enact new laws. 

The nationwide character of insur- 
ance must be recognized when the new 
code is set up, he observed, following 
this with the suggestion for a uniform 
basic code in the 48 states, supple- 
mented with whatever local legisla- 
tion might be necessary. Mr. Leggett 
said his experience has been that the 
insurance industry generally is moti- 
vated by high ideals and the endeavor 
to obey not only the letter but the 
spirit of the law. “I think it is time 
that the states, individually, and by 
joint action through the NAIC, take 
steps to clarify the letter and spirit 
of the law so that industry might have 
a clear guide to mark the path of its 


progress in the future,” he declared. 
Roy L. Davis, midwest manager of 
Assn. of Casualty & Surety Companies, 
was in general charge of the meeting 
as chairman of the insurance group. 
Mr. Leggett was introduced by W. 
Russell Arrington, counsel of Combined 
Chicago and an Illinois state senator. 
As usual, the insurance luncheon 
drew a capacity audience, and there 
was a notable attendance of local com- 
pany and trade organization executives 
in honor of the NAIC president. The 
special guests were introduced by Lev- 
ering Cartwright, insurance journalist 
and vice-chairman of the insurance 
group, who made his function note- 
worthy by calling for applause for 
each dignitary, but “without discrim- 
ination.” Mr. Cartwright managed this 
by having everyone give one resound- 
ing clap, in unison, as the guests were 
introduced. This worked very well 
after the first name was called and 
there was some spotty clapping, for 
which Mr. Cartwright chastized the 
audience, but there was a question as 
to whether the plan was so enthusias- 
tically received as to diminish interest 
in the person being introduced in favor 


Midland Mutual Marks 
50th Anniversary 


Midland Mutual Life is marking its 
50th anniversary with a special feature 
in the Builder, a monthly magazine 
distributed to members of the field or- 
ganization and home office staff. 

The issue includes the annual report 
for 1955, a history of the company, and 
special sections devoted to policy cov-— 
erages, service, home office operating 
methods, the mortgage loan program 
and bond investment activities. 

Highlight of the anniversary will be 
a golden jubilee convention at Old 
Point Comfort, Va., in June. 








of one well-timed clap. 

Among those receiving introductions 
were four former insurance commis- 
sioners: Spaulding Southall of Ken- 
tucky, assistant general manager of 
National Assn. of Independent Insur- 
ers; Newall R. Johnson, Minnesota, 
general manager of American Mutual 
Alliance; W. Lee Shield, Ohio, associ- 
ate general counsel of American Life 
Convention, and Nellis Parkinson, Il- 
linois, now with United of Chicago. 
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To new policyowners in 1955 
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Payments to policyowners and beneficiaries 


8,390,272 
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Principal Asset Items are 
Real Estate, at cost less depreciation 1,410,579 
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N.Y. to Move with 
Care on Rules for 
Terminal Dividends 


Department Hears Pro and 
Con Arguments at Hearing; 
No Decision Before April 9 


NEW YORK—Arguments support- 
ing and opposing the New York de- 
partment’s proposed 8-point set of 
rules to govern distribution of termi- 
nal dividends were put forth at a day- 
long hearing here. 

No decision was reached at the 
hearing, and it was indicated that the 
department will not rush to any con- 
clusions because of the importance of 
the matter. Interested parties were in- 
vited to file written statements and 
briefs with the department until 
April 9. Julius Wikler, first deputy 
superintendent, presided at the de- 
partmental hearing which was attend- 
ed by 70 men from companies and as- 


sociations. 

The criteria which the department 
proposes to use in approving or dis- 
approving a scale of terminal divi- 
dends are: 

1. Before being used in company 
dividend illustrations or by agents in 
the soliciting of new business, termi- 
nal dividend scales must be approved 
by the department. Terminal dividend 
scales to be paid on existing policies 
must also be submitted. 

2. A company which adopts the 
practice of paying terminal dividends 
must follow a consistent practice as 
regards all classes of terminating pol- 
icyholders. Therefore a company 
which proposes to pay terminal divi- 
dends only on new policies or which 
proposes to pay terminal dividends 
only on certain plans of insurance will 
not be deemed to be complying with 
section 216. This does not of course 
require a company to pay terminal 
dividends to a class of policyholders 
which did not make any substantial 
contribution to company surplus. 

3. Any scale of terminal dividends 
must be based upon actuarial calcula- 
tions which show that the terminal 
dividends must bear a_ reasonable 
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relationship to the surplus accumulat- 
ed by the class of policyholders. 

4. A company must justify the dura- 
tion at which terminal dividends are 
to commence. No terminal dividend 
distribution which is to begin only aft- 
er some arbitrary period such as 20 
years will be approved. 

5. Any company which pays termi- 
nal dividends when a policy is surren- 
dered for cash must also pay an equiv- 
alent terminal dividend when the pol- 
icy is placed under the nonforfeiture 
option for extended term insurance. 
An equivalent terminal dividend must 
also be paid on policies placed under 
the reduced paid-up nonforfeiture op- 
tion, either when the policy is placed 
under this option or, if the company 
prefers, when the policy subsequently 
terminates. 


6. A company which pays terminal 
dividends on surrender or maturity 
must also pay when a policy is termi- 
nated by death unless the method of 
calculating the mortality factor in its 
annual dividend formula is such as to 
recognize the contingency reserve for 
each group of policies in obtaining the 
net amount at risk. 

7. A company may not pay a lower 
terminal dividend to an _ individual 
policy placed under a settlement op- 
tion than it would pay if the proceeds 
were taken in cash. 

8. Any scale of terminal dividends 
must hear a reasonable relationship to 
the annual dividends previously paid 
on these policies. 

John G. Kelly, assistant general 
counsel of Mutual of New York, sub- 
mitted a statement by a committee of 
company representatives which met 
under the auspices of Life Insurance 
Assn. of America and American Life 
Convention and conferred informally 
with members of the New York de- 
partment. Due to time limitations, the 
statement was submitted by the com- 
mittee rather than by the associations 
or individual companies. Members 
were Lowell M. Dorn, 2nd vice-presi- 
dent and actuary of New York Life; 
Charles E. Rickards, vice-president 
and actuary of Penn Mutual Life; and 
Mr. Kelly, the chairman. 


Diversity in practices regarding ter- 
minal dividends between companies 
should be expected and not discour- 
aged, just as it is in the pattern of 
premiums, benefits and annual divi- 
dends, Mr. Kelly stated. At the same 
time, companies should be in a posi- 
tion to show the insurance department 
that their dividend policy and prac- 
tices are not inequitable. 

The committee objected to proposed 
criterion 1 on grounds that annual ap- 
proval of terminal dividend scales 
could produce year-end bottlenecks. It 
suggested that prior approval of a 
program and any major revisions, a 
procedure used heretofore, or some 
comparable method be used instead. 

The committee recommended re- 
writing criterion 2 to read: “A com- 
pany which proposes to pay terminal 
dividends only on new policies, or 
which proposes to pay terminal divi- 
dends only on certain plans of insur- 
ance, must justify the basis for such 
distinction.” 

As for criterion 3, the committee 
suggested this modification: “Any 
scale of termination dividends must be 
supported by actuarial calculations 
which show that the payments to ter- 
minating policyhelders on surrender, 
including terminal dividends, would 
net be preportionately larger than the 
funds which may _ reasonably be 


Baldwin Treasurer 


of NALU; Change Is 
Due to Move to D.C. 


HARTFORD—J. Hicks Baldwin, 
general agent of New England Mutual 
Life in Washington, D. C., was elected 
treasurer of National Assn. of Life 
Underwriters by the trustees during 
the midyear meeting of NALU. 

Mr. Baldwin succeeds James E, 
Bragg, Guardian Life, New York City. 
The change was necessitated by the 
scheduled moving of NALU head- 
quarters April 30 from New York City 
to Washington. It is customary to have 
the NALU treasurer located in the 
headquarters city because of the ne- 
cessity for frequent contacts with 
headquarters. 

Mr. Baldwin is a former president 
of Washington CLU chapter, Wash- 
ington Life Insurance & Trust Council, 
and Washington General Agents & 
Managers Assn. His father, the late 
A. L. Baldwin, was general agent in 
Washington for Northwestern Mutual 
Life for many years. His brothers, 
Joseph and Roger, are Northwestern 
agents, and another brother, Phillip, 
is executive secretary of National 
Assn, of Mutual Insurance Agents. 








deemed to remain for the protection 
of continuing policyholders of the 
same class.” 

The committee said the second sen- 
tence of criterion 4 should be delet- 
ed because the word “arbitrary” 
seemed to introduce an unnecessary 
element of vagueness and because the 
first sentence appeared to state the 
philosophy of the criterion. 

The committee suggested this substi- 
tution for criterion 5: “Any company 
which pays terminal dividends when 
a policy is surrendered for cash but 
not in corresponding policies which 
are placed under a nonforfeiture op- 
tion (either when so placed or on later 
surrender, endowment, maturity, or 
expiry) must justify the non-payment 
of a terminal dividend in the latter 
instance.” 

Deletion of criterion 6 was suggest- 
ed on the grounds that it failed to take 
into account that, apart: from whether 
or not a company has the type of an- 
nual dividend formula mentioned, the 
decision not to pay terminal dividends 
on death may be based on these con- 


(CONTINUED ON PAGE 10) 










THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 

@ 


E. R. DEMING L. J. BAYLEY 
President Secretary 


HOME OFFICE — SYRACUSE, N. Y. 
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Calls G C Fi f Life C ies’ w 
alls Group Cover igures from Life Companies’ Year-End Statements Shown 
- «8 . Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Pernicious 1 t Total in Policy- Bus. Force Dec. in Ins. Income Paid Disburs. 
— Assets holders 1955 31, 1955 in Force 1955 1955 7 
2 $ $ $ $ $ $ 
in Agency System Acme United Life... 3,208,379 443,302 316,762 4,301,511 26,359,158 1,657,026 906,879 122,772 481,150 
i _., American L. & A. .. a 23,684,596 3,001,901 3,368,293 62,536,684 142,383,600 12,386,905 5,465,720 947,429 3,800,704 
Group insurance and group-writing ss Life .......... . isis se at pea oa oe 68,745,958 361,005,710 26,650,719 11,229,155" oa eae 
: sya ankers Security Life e ,860,270 7,6 2,172,815 305,425 267,725 46,930 3,510,140 1,116,185 372,647 
practices were roundly criticized by Beneficial Life ........ 72,941,487 5,928,424 7,673,391 49,754,622 343,984,634 23,002,570 9,477,680 4,085,894 —-7,007,503 
Richard Calkins, president of Disabili- Beeton Mutual Life — % pt 28,604,773 a> 31-876,168 244,301,788 —5,115,902 9,265,737 4,546,506 6.0te,136 
P P rotherhood Mutual Life .......... 723,430 695,328 18, 28,630,478! 58,166,437 19,444,821 1,863,083 715,925 1,449,751 
ty Income Ins. Co. of Indianapolis, at Central American Life, Tex. 1,758,410 631,789 120,872 12,526,380 26,941,011 3,913,254 1,572,754 90,989 793,733 
a meeting of Elkhart (Ind.) Life Un- Coastal States Life ........ce 11,258,162 1,880,181 985,832 33,087,833 131,542,742 28,435,175 4,007,806 847,772 2,652,800 
derwriters Assn Columbian National Life : 115,863,368 4,972,523 14,551,932 38,259,689 523,234,227 39,138,577 12,464,868 8,317,595 12,812,462 
: Peres a Constitution Life .......... 15,378,478 1,436,056 —1,300,888 25,724,002 204,740,417 10,668,486 9,774,600 4,424,461 8,828,042 
Terming group “fair weather” cov- Empire L. & A. aS EN we : 17,373,600 1,665,421 3,076,729 31,221,931 130,523,302 10,891,696 4,130,014 852,847 3,128,846 
: : : Expressmen’s Mutual Life ...... 17,917,425 703,106 1,028,470 3,026,2872 51,165,627 1,356,587 1,303,911 767,445 1,161,497 
erage, Mr. Calkins charged it with Potsier Farm Bureau Life 19,685,927 3,017,299 1,885,868 23,875,548 143,384,081 17,039,493 5,625,754 2,092,059 —-3,580,489 
giving less than fair value, deluding Industrial Life, Canate ae 42,765,458 6,174,238 3,265,813 85,916,919 400,742,078 53,239,944 11,802,402 3,708,005 8,206,007 
: = . Manhattan Mutual Life 4,030,69 17,236 326,170 2,351,708 18,049,789 1,376,897 471,067 141,278 304, 
the public and tearing down the agen- yrontreal Life veescue. : 30,416,548 + —-2,308/654 «2532/8387 «29176372 «162,068,439 «13,935,438 «3,595,500 —*1,504,388 «4,809,229 
cy system. National Burial Ins. Co. 16,452,862 1,937,266 1,933,471 23,218,705 86,177,670 STIG TOM scscscecorsensns 662,929 4,437,618 
é“ i i i National Farmers Union Life 3,740,731 579,910 752, 18,995,392 72,175,324 10,650,491 2,381,818 + —«1,201,973 2,091,217 
Group life insurance, especially ational Life, 1OWA sce: 227111838 1,174,326 1,507,625 —«19.791.847 94,761,712 _—«'10,482,169 —-2,275,727 «1,142,682 —=—«-2,357,051 
when carried to excess—as in the New York Savings Bank Life 41,754,647 6,456,063 3,477,036 34,551,377 284,173,992 24,067,198 8,808,350 3,157,568 4,858,967 
erages enera Northern Life, Wash. ........... ,408,450  5,485,0 10,833,570 36,376,862 °305,618,730 16,723,559 10,513,265 5,066,562 8,972,411 
$100,000 coverages G . Motors Occidental Life, N. C ‘ 30,409,184 2,883,857 3,798,519 39,417,267 180,174,641 14,955,549 4,789,409 1,450,039 3,534,630 
and —— companies have ‘slugged’ piedmont Life, Ga. Rt penper pee iezes ree 30,896,352 10,250,344 659,917 150,511 eutte 
li insuranc ompanies i Pioneer American ... 126,650 847,815 586,7 10,952,187 55,572,481 3,012,843 3,374,490 1,697,162 888,289 
good 1 ance companies into Tennessee Life, Tex. . 13,020,110 2,494,108 3,449,610 11,196,082 52,579,783 11,525,564 3,255,846 842,830 1,322,282 
writing on pgs ape tier Textime General, 8. 1,463,047 son.cee 1,300,734 18,860,665 1,623,155 625,165 323,623 572,065 
is being used to tie the employe to the United American Life 054,00 7,7 10,660,507 49,475,748 5,491,104 1,671,348 472,080 1,259, 
; : ich Life wees... e 1,329,129 1,266,266 .513,80 ,403, ,084, 100,66 046 83,327 
employer, but of necessity without any Zurich Life 3,513,800 10,403,000 3,084,300 0,665 63 3 
guarantee of job tenure. What sort of Fraternals 
security is this?” Mr. Calkins asked. yogern Woodmen vice 194,928,845 5,011,474 22,714,232 —=«65,318,310 «577,540,301 «14,623,378 14,680,590 13,790,279 ‘19,114,511 
° ° ° Preferred Life Society, Ala. .. 5,869,721 416,895 453,665 4,222,000 34,080,780 418,470 861,147 251,856 660,219 
Woodmen of the World, Neb. 201,879,992 4,848,331 36,319,907 79,324,531 588,260,743 17,928,889 15,902,459 12,354,845 18,632,305 


The speaker also questioned that 
group gives the participant fair value 
for the premium dollars it takes. “Can 
you show me any true advantage 
gained by mass purchasing of insur- 
ance? How does a banding together 
for group purchases—under a system 
where insurables and_ uninsurables 
pay the same rate—get the insurables 
as much for their money as if they 
bought individually-issued policies on 
a selective risk basis? Doesn’t group 
insurance actually rob thrifty Peter in 
order to protect improvident Paul? 

“Isn’t there true economy in tailor- 
ing life and A&S coverages to the 
need of the individual family?” he 
continued. “The mass sellers secretly 
recognize this fact; but they cannot 
meet the requirement. They never 
even see the buyer in many instances. 
Believing, as they do, that a diver- 
sionary tactic gets the buyer’s mind 
under control, they talk about policies 
‘especially designed for your occupa- 
tion.” In what way is a man’s family 
needs for protection affected by his 
occupation?” 

The conversion privilege is a “cov- 
er up” for one of the glaring weak- 
nesses of group, Mr. Calkins contend- 
ed. “How many men are financially 
able to convert when they leave one 
company—by choice or by the com- 
pany’s request—and go to another 
company or into business for them- 
selves?” 

Mr. Calkins called on agents to 
spend time and money combating 
group “to break the tightening grip 
that is pulling down the agency sys- 
tem.” 

The job of saving the agency system 
from group devolves on the agents, 
the ,speaker declared. “Continuously 
promote with your individual compa- 
nies that you are out to preserve the 
agency system. Point out that they 
cannot afford to see this system, 
which has made them the shining 
lights that they are, go down the 
drain,” he urged. 


Opens Ohio Field Office 


Richard Wetherbee, production 
manager for the past year for the 
Earls agency of Mutual Benefit Life, 
Cincinnati, has opened a new field 
office at Urbana, O. Mr. Wetherbee 
from the Urbana office will continue 
Supervision of the Earls agency dis- 
trict offices, which serve 29 Ohio 
counties and include agencies in Day- 
ton, Lima, Mansfield, Findlay, Leban- 
on, Shelby and Urbana. Before joining 
the Earls agency, Mr. Wetherbee was 
assistant director of the Purdue course. 


New business figures exclude revivals and increases except as follows: 1$92,911; 2$29,000; *$7,880,587; 4$5,535,325. 





SUBSTANDARD A &S 


Lincoln National has again broadened the 
market for its agents—this time, by ex- 


tending commercial accident and sickness 

















insurance to many who have physical im- 
pairments. Regular policy coverages are 
available with the premium varying ac- 


cording to the risk. 


This extended service, added to Lincoln 
National’s already broad selection of A & 
S and Life plans, provides another reason 
for our proud claim that LNL is geared 
to help its field men. 


THE 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 





Fort Wayne, Indiana 


Its Name Indicates Its Character 
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Snapped at the Statler during the NALU midyear: Frank H. Wenner, Connec- 
ticut Mutual, Utica N.Y.; Helen Kullgren, NALU director of membership; Ann 
Bickerton, NALU director of field service, and Gerard S. Brown, Penn Mutual, 


Chicago. 


At NALU meet: 
Benjamin D. Sal- 
inger, Mutual Ben- 
efit Life, New 
York City; Spen- 
cer L. Me Carty, 
Provident Mutual, 
Albany, and David 
M. Blumberg, 
Massachusetts Mu- 
tual, Knoxville. 








Members of the constitution revision committee of National Assn. of Life Un- 
derwriters lunching at the Statler before their meeting during the NALU mid- 
year meeting at Hartford: From left, Judd Benson, Union Central, Cincinnati, 
past president of NALU; Harold Baird, Northwestern Mutual, New York City, 
chairman; Robert C. Gilmore Jr., Mutual Benefit Life, Bridgeport, Conn., past 
president of NALU; Taylor Bigbie, associate counsel, headquarters aid to the 
committee; W. H. Andrews, Jefferson Standard, Greensboro, N.C., and H. 
Cochran Fisher, Aetna Life, Washington, D.C. 





LIAMA A&S Parley 
to Stress Selling 


The agency officer’s responsibility 
in A&S insurance is the theme of the 
LIAMA A&S meeting in Chicago Ap- 
ril 9-11. Included in the program will 
be a discussion of methods used in sel- 
ling A&S. 

R. Earl Denman, Pacific Mutual, Cin- 
cinnati, and Charles T. Kingston, Un- 
ion Mutual, Hartford, both members of 
Million Dollar Round Table, will take 
part. Mr. Denman will tell how he 
packages A&S and life insurance in 
selling and Mr. Kingston will discuss 
correlating estate planning and the 
sale of A&S. 


e eo e 


Carl A. Ernst, director of the A&S 
department of North American Life & 
Casualty, will explain how to approach 
the client with A&S and follow through 
with life. Walter F. Schmitz, assistant 
vice-president of Occidental of Cali- 
fornia, will discuss sales training in 
business A&S and Robert E. Wooster, 
director of training of Monarch Life, 
will illustrate ways of using the ap- 
plication in selling. 

Raymond H. Belknap, president of 
U. S. Life, will speak on problems in 
A&S which are brought to a company 
president by his underwriting, legal 
and claims departments. He will turn 
to an agency office, John W. Sayler, 
vice-president in charge of sales of 
Business Men’s Assurance, for solu- 
tions to the problems. Mr. Sayler will 
tell how he organizes, delegates and 
trains the field organization. 





Roanoke Agency Gets 
National, Vt., Award 


Virginia State agency, Roanoke, of 
National Life of Vermont has received 
the president’s trophy for the most out- 
standing peformance in all phases of 
agency operation among the. company’s 
61 general agencies. The silver trophy 
will be presented to General Agent 
William B. Richardson. 

Bronze plaques will be presented to 
the runners-up as follows: Tied for 
second place—R. C. Meadows agen- 
cy, Binghamton, N. Y., and Bradford 
D. Haseltine agency, Cleveland; third, 
Richard V. Hopple agency, Cincinnati, 
and fourth, H. F. Johnson agency of 
Chicago. 

Both Mr. Richardson and Mr. Mead- 
ows have been National Life general 
agents 21 years. 





Security's 











General agent franchises with vested renewals and new 
bonus a in most states west of the Mississippi. 
Also, top commission contracts for agents. A “Best’’ 

ded y. Write J. F. Johns, First Vice President. 
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growth is planned 


Well-founded plans pay off for companies as well 
as salesmen. Security Life and Accident Company 
is on the move with its agents! 


New Policies...new concepts in insurance cov- 
erage designed to meet the modern needs of business and 
individual. They’re as new as the hydrogen bomb! 


Security Life’s Research of Public Needs maintains constant 
research to learn the public’s needs in insurance. Just as in 
the design of furniture, clothing, home appliances or auto- 
‘mobiles, this research activity builds plans which are already 
wanted by insurance buyers. 


td 
e Cc Lu ri t Life & Accident 
‘ Company 
SECURITY LIFE BUILDING ° ENV ) 





Union Central’s Top 
Producers Attend 
Florida Convention 


A highly concentrated sales fare, 
designed to help producers attune their 
selling procedures to changing times, 
featured the annual meeting of Union 
Central Life’s $500,000 Club at Holly- 
wood, Fla. The 106 leading agents and 
30 managerial qualifiers were told 
how they could develop their own and 
their agency potentials and, at the 
same time, help Union Central achieve 
these goals. 

President John A. Lloyd in opening 
the meeting charted a course for the 
company that emphasized progressive- 
ness, but not at the expense of proper 
conservative practices. 

Special recognition went to Samuel 
M. Sitomer of the Knight agency at 
New York, club. president, and 
Frederic C. Hirons of Cincinnati, the 
vice-president. The past year was Mr, 
Sitomer’s fifth as the company’s top 
producer, and it marked Mr. Hirons 
third consecutive year as second rank- 
ing agent. Mr. Hirons June 1 will be- 
come 2nd vice-president in the agency 
department. 

Also honored were Theodore L, 
Fowler, Boston manager, winner of the 
Jerome Clark award for agency de- 
velopment in 1955, and Herman (C, 
Emde, Dayton manager, runner-up. 

Three panel sessions were conduct- 
ed. The first, with Mr. Sitomer and 
Mr. Hirons as moderators, consisted of 
Union Central’s 16 agents who pro- 
duced $1 million or more of new busi- 
ness during 1955. A group insurance 
and pension trust panel, which in- 
cluded company officers engaged in 
group work and field group represen- 
tatives, answered questions submitted 
by the field organization. This panel 
was moderated by Roger W. Clark, 
vice-president and associate secretary. 

The third and final panel session 
was devoted to the company’s new 
rate book. Participants included man- 
agers of agencies producing from $30 
million to $5 million yearly. Each 
panelist made a short sales presenta- 
tion on one phase of the rate book. 
Managers in this group were Charles 
N. Barton, president of the Knight 
agency; Judd C. Benson, Cincinnati 
general manager; Mr. Fowler; James 
W. Smither Jr., co-general agent at 
New Orleans; Paul Hommeyer, Minn- 
esota manager; W. Verne Wilkin, man- 
ager at Kansas City; Thomas H. Dan- 
iel Jr., Atlanta manager, and H. Sher- 
idan Baketel Jr., Philadelphia general 
manager. 

Speakers included Robert C. Mc- 
Queen, group actuary; Adolph W. 
Bary, 2nd vice-president; Milton H. 
Stern, consultant to the estate planning 
department of the New York agency; 
Elmer O. Bierbaum of the Sioux City 
agency; Charles H. Kerrigan of the 
Boston agency, and John H. Lowe of 
the Minnesota agency. 





To Allow Employes to 


Buy Insurance Stocks 


A bill passed by the New York 
legislature and sent to the governor 
would allow financial corporations; 
such as insurance companies and 
banks, to sell company stock to em- 
ployes. In the past such corporations 
were not allowed to do so, although 
other corporations were. 

Under the measure, the sale of stock 
to interested employes would have t0 
be at a bonafide price, just as it is for 
all other buyers. 





March 


—_—— 
= 


Ame 
Start 


Amer 
the AE 
plan as 
plan w 
many jy 
optional 
premiu! 
icyholde 

Charg 
sixth of 
the ABC 
money t 
down de 
intentiot 

The A 
any poli 
least $1 
semi-an} 
Smaller 
charged 
new po 
ums are 
Monthly 
the bale 
are wai 
1948. 

Each 
with a 
United h 
the polic 

A sim 
for use i 
bank de 
premiun 
with a $ 
and $5 r 

Charge 
handled 
banks b; 
per item 
positor k 


N. C. | 
on NA 


No of 
hearing 


vertising 
Other 
by Robe 
insuranc 
actuary 
commiss 
the conf 
code altk 
ly rigid 








Oren | 
Indianap 
Harry N. 





1956 





March 23, 1956 


LIFE INSURANCE EDITION 9 





=— 


American United Life 
Starts Bank Check Plan 


American United Life has started 
the ABC or automatic bank check 
plan as successor to the bank draft 
plan which has been available for 
many years. The new system is an 
optional lower-rate plan of automatic 
premium payments through the pol- 
icyholders checking account. 

Charging a monthly rate of one- 
sixth of regular semi-annual premium, 
the ABC brings a savings of time and 
money to the policyholder. It also cuts 
down detail and the possibility of un- 
intentional lapse. 

The ABC plan can be elected with 
any policy that has a premium of at 
least $10 monthly, $30 quarterly, $60 
semi-annually, or $120 annually. 
Smaller policies already held can be 
charged to the same account with a 
new policy under ABC—if premi- 
ums are not less than the minimum. 
Monthly payments stop at death and 
the balance of the year’s payments 
are waived on all policies issued after 
1948. 

Each monthly payment is made 
with a check prepared by American 
United home office for collection from 
the policyholder’s checking account. 

A similar special plan is designed 
for use in Texas. Known as the Texas 
bank deduction plan, it has a monthly 
premium of one-twelfth of annual, 
with a $7.50 minimum for the insured 
and $5 minimum for dependents. 

Charges to depositors’ accounts are 
handled from monthly lists sent to 
banks by American United. A 10 cent 
per item fee is collected from the de- 
positor by his bank. 


N. C. Holds Hearing 
on NAIC A&S Code 


No opposition arose at the public 
hearing on the National Assn. of In- 
surance Commissioners proposed code 
of regulating the advertising of A&S 
policies in North Carolina, but several 
amendments were suggested which 
Commissioner Gold said he would take 
under consideration. 

In a letter to Mr. Gold, presented 
at the hearing, F. Joseph O’Regan, 
counsel for H&A Underwriters Con- 
ference suggested that a preamble to 
the regulations be amplified as it has 
been in several states, and the words 
“agent and broker” be deleted from 
the definition of insurers. He stated it 
should be made clear that the regula- 
tions apply to agents and brokers 
when they have responsibility for ad- 
vertising, however. 

Other amendments were suggested 
by Robert W. Pace, life actuary of the 
insurance department and R. J. Jones, 
actuary of Pilot Life, who told the 
commissioner that his company and 
the conference approve the proposed 
code although they feel “it is extreme- 
ly rigid in some parts.” 














Oren D. Pritchard, Union Central, 
Indianapolis, flanked by Mr. and Mrs. 
Harry N. Phillips. Both men are NALU 
trustees. Mr. Phillips represents Sun 
Life of Canada at Philadelphia. 


ee 


Three ALC Regionals 
Slated for April 


The agendas are about shaped up 
for the regional meetings of American 
Life Convention. They are scheduled 
for the Cornhusker hotel, Lincoln, 
Neb., April 5-6; Statler hotel, Dallas, 
April 16-17, and Biltmore hotel, At- 
lanta, April 23-24. 

The meetings are informal and fea- 
ture off-the-record discussion of in- 
dustry problems suggested by mem- 
ber companies in advance of the meet- 
ings or from the floor. 

The ALC staff will be represented 
at all meetings and prepared to enter 
into the discussions and to help an- 
swer questions from the floor. As is 
customary, attendance will be limited 
to representatives of member compan- 
ies, the ALC staff and special guests. 





Nationwide Ups Miller and Pearce 


Alvin L. Miller and Stan Pearce 
have been named group zone managers 
for Nationwide in the eastern and 
central zones, respectively. 

Mr. Miller was a district group su- 
pervisor in Buffalo and prior to that 
had been with Prudential for 18 years, 





From Connecticut Mutual: Senior Vice-President Vincent B. Coffin of Con- 
necticut Mutual Life and Mrs. Coffin; Mrs. David B. Fluegelman, and David B. 
Fluegelman, at NALU midyear at Hartford. Mr. Fluegelman is general agent of 
Connecticut Mutual in New York City. 





field claims man in North Carolina. 
He was a group specialist prior to be- 
ing named zone manager. 


eight of them in group sales. 
Mr. Pearce has been with Nation- 
wide since 1951, when he was named 





Want To Go 








March to MEXICO 





Phone, wire or write Claire Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 


Grund (V5 — INSURANCE COMPANY 


211 W. Wacker Drive 


Places? Join the 


In March next year, the best of our 
Field Force goes to the best of Mexico. 
Mexico City, Acapulco, Cuernavaca, 
Taxco. Come on along! Qualifications 


are within YOUR reach. 


JOIN US FOR: 


Up-to-date, full line sales 
L-o-n-g Contract 
LIFETIME Renewals 


AND MARCH TO MEXICO with a 


real Lifetime deal, from now on... 


Chicago 6 
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N. Y. to Move Carefully on Terminal Dividend Rule 


(CONTINUED FROM PAGE 6) 





siderations: that a company may re- 
gard a terminal dividend as an addi- 
tion to the contractural cash value 
payable to the policyholder who ter- 
minates prematurely; and that exten- 
sion of terminal dividends on the same 
seale to policies terminating by death 
will significantly decrease the amounts 
otherwise available in the long run as 
annual dividends. 

The committee felt criterion 7 might 
be changed to read: “Any company 
which pays a terminal dividend when 
policy proceeds are taken in cash but 
not on corresponding policies placed 
under a_ settlement option (either 
when so placed or on later termina- 
tion) must justify the non-payment of 
a terminal dividend in such instances.” 

This revision of criterion 8 was sug- 
gested: “Any scale of terminal divi- 
dends must be deemed by the super- 
intendent not inequitable in propor- 
tion to the annual dividends previously 
paid on these policies,” 

In conclusion, the committee said 
that any criteria adopted should be 


regarded as a “guide” rather than as 
“conditions of approval” to permit 
some flexibility in considering termi- 
nal dividend proposals of individual 
companies and to encourage manage- 
ment in the exercise of prerogatives 
contemplated by the statute, 

Mr. Rickards, in a letter, added that 
a major difficulty with terminal divi- 
ends arises from their use in dividend 
illustrations. If the conditions of pay- 
ment and non-payment of terminal 
dividends were set forth clearly in 
any dividend illustration, he wrote, the 
possibility of misunderstanding them 
would be minimized and their relative 
significance could be evaluated more 
clearly. 


George H. Davis, associate actuary 
of LIA, said adoption of all the pro- 
posed criteria would go too far in forc- 
ing companies into the same rigid pat- 
tern in paying terminal dividends and 
it would not be necessary to insure 
equitable apportionment of surplus. 
The department should permit differ- 
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Sixty-Second Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $198,000,000 to 
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ent terminal dividend philosophies 
among companies. But LIA recognizes 
that departure from strictly annual 
distribution of surplus should not be 
so drastic that it would bring about 
any of the evils formerly associated 
with the deferred dividend system. 

Some of the criteria might violate 
the principle of permitting different 
dividend philosophies because pay- 
ment of terminal dividends on particu- 
lar types of terminations may be justi- 
fied under one philosophy and not 
under another, Mr. Davis said. Each 
company’s scale should be examined 
in the light of its own philosophy to 
test whether the philosophy is logical 
and the scale consistent with it. 

The criteria apparently are intended 
to apply to all authorized companies, 
Mr. Davis observed. No state should 
make rules affecting specific details 
of dividend calculations of foreign 
companies. If just one other state 
adopted such rules, a chaotic situation 
would result, unless the rules were 
identical to all specific details. 


But some check by the department 
may be necessary to insure compli- 
ance with the policy provision required 
of foreign companies by subsection 4 
of section 216, including the question 
of whether special and terminal divi- 
dends bear a reasonable relationship 
to annual dividends. This check could 
be made by examination or by special 
studies. A requirement that terminal 
dividend scales be approved in ad- 
vance or that they comply with de- 
tailed criteria, however, would be un- 
reasonable and in conflict with the 
principle that supervision of methods 
of surplus distribution is a matter for 
the state of domicile, Mr. Davis said. 

A statement criticizing the eight pro- 
posals also was submitted by Bert A. 
Winter, 2nd vice-president and asso- 
ciate general counsel. It would seem 
inconsistent with history to adopt de- 
tailed regulations of terminal divi- 
dends for application to foreign insur- 
ers, Mr. Query said in tracing the his- 
tory of the New York law regulating 
dividends. Historically, the declaration 
of dividends has been regarded as a 
matter of internal management of the 
companies under the supervision of 
the government of the home states. 

Terminal and annual dividends are 
bound up together, and this relation- 
ship is recognized in criteria 6 and 8, 
Mr. Query said. It is the justifiable 
concern of New York that Prudential 
abides by the legal requirement to as- 
certain and distribute divisible surplus 
annually. Apart from section 216, the 
regular examination system of the 
states as established by National Assn. 
of Insurance Commissioners gives 
New York ample opportunity to dis- 
cover whether any authorized foreign 
company is not ascertaining and dis- 
tributing its divisible surplus annually 
in good faith. If such a discovery were 
made, New York would be in a posi- 
tion to bring about corrective meas- 
ures. 


Mr. Winter presented the section of 
Prudential’s statement which made 
specific comments on the eight cri- 
teria. The company was not in com- 
plete agreement with any of the pro- 
posals, and differed to a considerable 
extent with several of them. 

Victor A. Lutnicki, 2nd vice-presi- 
dent and counsel of John Hancock, also 
opposed application of the criteria to 
foreign companies, saying this pro- 
posal was not the intent of the law. 
New York still can force companies to 
adhere to sound practice and compli- 
ance with the law. Foreign courts 


have no jurisdiction over dividends of 
other companies. If New York knows 
of a violative practice, it should pro. 
ceed against the company. But the de. 
partment can make use of the NAIC 
examinations to see what is going on, 
he said. 

Julius Sackman, chief of the de- 
partment’s life bureau, asked whether 
New York should proceed against a 
company if the department learns of 
inequities through means outside the 
NAIC examinations. Mr. Lutnicki 
agreed that the department should 
proceed in such a case, but pointed 
out that the law applies different 
standards of prior approval to domes- 
tic and foreign companies. The attor- 
ney advocated later checkup to prior 
approval. 

Harold A. Garabedian, vice-presi- 
dent, actuarial of John Hancock, said 
his company’s terminal dividend prac- 
tices are sound, notwithstanding the 
fact that certain changes have been 
considered for some time. Hancock 
practices will meet any set of reason- 
able criteria. The company is primar- 
ily concerned in the serious conse- 
quences that could result from close 
regulation of such practices by one or 
more jurisdictions outside Massachu- 
setts, he said. 

Hancock would welcome the oppor- 
tunity to justify its terminal dividend 
practices, but would expect that New 
York might wish to activate its inter- 
est in regular triennial examination, 
when it seemingly would have author- 
ity, in connection with the so-called 
substantial compliance provisions, to 
measure the company’s practices 
against any reasonable standard, Mr. 
Garabedian said. 

William J. November, vice-president 
and associate actuary of Equitable So- 
ciety, said terminal dividends, which 
his company gives, do not create the 
problem. It is just that the company 
has a practice of illustrating net cost 
a certain way. Competition is not a 
dirty word, he said. The department 
should not impose a common pattern 
on the various ways used by compa- 
nies to figure terminal dividends. 
When a company decides not to pay 
terminal dividends, it is the same as 
when another company decides not to 
pay them on death, Mr. November 
said. 

Mr. Kelly spoke again, briefly, 
maintaining that equitable apportion- 
ment of dividends is a duty of the 
companies. The decisions to pay or not 
to pay terminal dividends on certain 
conditions, their amounts and when 
they begin, are up to the discretion 
of the management. 

. e e 

V. E. Henningsen, actuary of North- 
western Mutual Life, said it is a fair 
question whether the strong competi- 
tive situation will not force many non- 
terminal dividend companies to adopt 
the practice even though they do not 
subscribe to the principles involved. 
The growth of this practice emphasizes 
the importance of finding the right 
answer so that the business does not 
become involved again in the abuses 
of deferred to semi-tontine dividends. 
Northwestern Mutual does not give 
terminal dividends. 

Thecriteria proposed by New York 
seem reasonable, and their existence 
should be helpful to the companies 
desiring to pay terminal dividends and 
requiring the superintendent’s approv- 
al in accordance with section 216, Mr. 
Henningsen said. Certain practical dif- 
ficulties, such as bottlenecks, could be 
met by informally submitting actuarial 
analyses for prospective terminal div- 
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criteria of the department. The analy- 
ses could stand until any change of 
consequence was made. Each company 
annually would submit a showing of 
the actual terminal dividends paid in 
the past year as an accounting of ac- 
tual results. Thus, the department 
could compare actual results with the 
analyses for prospective results, he 
said. 

Although the inequities of terminal 
dividends might be corrected, the 
abuses of their use in sales presenta- 
tions would remain to be corrected, 
Mr. Henningsen continued. If termi- 
nal dividends are to be permitted in 
sales presentations, should not the 
limited conditions under which they 
are payable be brought out so that 
there is no misunderstanding? he 
asked. He presented some charts to 
support his contention that net cost 
illustrations are misleading when they 
do not show the limited conditions of 
terminal dividends. 

Since terminal dividends involve 
great uncertainties as to payment and 
since their use by averaging them in 
to obtain an annual cost figure is mis- 
leading, the inclusion of terminal div- 
idends in sales presentations should 
not be permitted, Mr. Henningsen de- 
clared. A less satisfactory alternative 
would be to require a complete state- 
ment of the full details of the limited 
conditions of their payment, including 
a reasonable evaluation of the likli- 
hood of receiving the amount illustrat- 
ed. The use of terminal dividends 
should not make it possible for a com- 
pany to show an advantage in a net 
cost comparison due to that kind of 
surplus distribution. 

Clarence L. Peterson, vice-president 
of Union Central Life, supported 
Northwestern Mutual’s stand and all 
proposed criteria except number 1. 
Terminal dividends are affected by 
annual dividends because, after the 
company has given annual dividends, 
it may apportion extra dividends, he 
said. 

Union Central does not object to 
valid terminal dividends, but does op- 
pose their use in illustrations of net 
cost which may never result, Mr. Pe- 
terson said. 

Gladstone Marshall, vice-president 
and actuary of Connecticut Mutual 
Life, said his company does not pay 
terminal dividends and is not directly 
concerned. But the company is inter- 
ested in their use in net cost illustra- 
tions. If Connecticut Mutual were to 
give terminal dividends a very favor- 
able net cost picture could be present- 
ed, but annual dividends would have 
to be reduced, he said. 

Mr. Marshall said his company fa- 
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vors the intent of the department’s 
criteria, but may differ on the method 
proposed. 

Louis Levinson, actuary of Massa- 
chusetts Mutual Life, also endorsed the 
objectives of the criteria. Terminal 
dividends should be explained to pros- 
pects, and the conditions under which 
they will be paid should be made clear, 
he said. 

However, Mr. Levinson said, insur- 
ance publications and agents’ propos- 
als do not show terminal dividends 
clearly. He suggested that the depart- 
ment outline how agents and publica- 
tions should illustrate them and ex- 
plain the conditions in which they will 
be payable. 

Charles West, vice-president and 
actuary of Provident Mutual Life, said 
regulation of terminal dividends 
should be done by the home state, pos- 
sibly after uniform rules are recom- 
mended by NAIC. If several states try 
to require advance approval of for- 
eign and domestic companies’ divi- 
dend scales, a chaotic condition might 
result. His company does not pay ter- 
minal dividends. 

If terminal dividends are allowed, 
they should be payable on death as 
well as on other types of terminations 
because the larger the area in which 
they are paid, the smaller is the possi- 
bility of abuse, Mr. West said. For this 
reason, criterion 6 might be retained, 
except for the last part, so that the 
sentence would read: “A company 
which pays terminal dividends on sur- 
render or maturity must also pay when 
a policy is terminated by death.” 


Paul T. Rotter, mathematician of 
Mutual Benefit Life, submitted a state- 
ment from Vice-president Harry W. 
Jones. Mutual Benefit, which never 
subscribed to the principle of terminal 
dividends, nevertheless maintains 
there is room in the business for dif- 
ferent opinions on how the equity of 
insured shall be expressed. But the 
company wonders how a terminal div- 
idend of considerable size can emerge 
at the end of the 20th year when there 
would have been no dividend if termi- 
nation had occurred at the end of the 
19th year. To the extent that it is truly 
a terminal dividend, did not some part 
of it exist in surplus the year before 
and, if the policy had terminated then, 
should not that part have been avail- 
able for distribution then? Mr. Jones 
asked. 

A terminal dividend illustration is 
not complete unless it contains a com- 
plete and explicit statement of the ex- 
act circumstances under which it will 
be paid, Mr. Jones wrote. Competitive 
comparisons between companies 
should be complete. 

These difficulties with terminal div- 
idends could be controlled by a suit- 
able set of department requirements, 
which would not be the same in all 
particulars as those proposed. Mutual 
Benefit questioned the criterion re- 
quiring prior approval because it 
might involve a study of divisible ver- 
sus accumulated surplus, becoming an 
important restriction on a_ terminal 
dividend company’s ability to deter- 
mine its annual dividend scale. Termi- 
nal dividend scales can be studied on 
examination, as annual dividends are, 
and if criticism seems necessary its 
publication in the examination report 
at that time would be more salutory 
than disapproval in advance. 

Irving Rosenthal, vice-president and 
actuary of Guardian Life, said the 
speakers who cited the low probabil- 
ity of receiving terminal dividends 
should have mentioned the probabili- 
ties of receiving the 20th year cash 


NAIC Committee on 


A&S Cancellation 


Meets at Cincinnati 


CINCINNATI—An accident and 
sickness industry group headed by 
Joseph F. Follmann Jr. of Bureau of 
A&H Underwriters as chairman met 
here with the A&S policy cancellation 
subcommittee of National Assn. of In- 
surance Commissioners to discuss a 
draft of the study on cancellation ini- 
tiated by the subcommittee last Oc- 
tober. Views of the different segments 
of the business were presented. 








values and the 20th year annual divi- 
dend, also. The proper probabilities 
should be attached to all these things 
in sales presentations. However, he 
said, such a garble of probabilities 
could be attached that only an actu- 
ary could understand them. 

The majority of the 14 companies li- 
censed in New York which give ter- 
minal dividends were represented at 
the hearing. In a point-by-point dis- 
cussion of the criteria, these companies 
generally concurred in the comments 
made by Mr. Kelly’s committee. 


The 1l-section, half-inch thick re- 
port reviews cancellable and non-can 
A&S insurance and examines the use 
and reasons for the cancellation pro- 
vision and the alternatives. It describes 
recent voluntary developments and ex- 
periments such as expansion of non- 
can, continuation on the risk despite 
health deterioration, guaranteed re- 
newable cover with the right to the 
company to change premiums, sub- 
standard coverage, and insurance on 
older persons. 

Members of the subcommittee pres- 
ent were Gillooly, West Virginia, 
chairman; Pryatel, Ohio; Davey, Indi- 
ana, and Stouffer, West Virginia dep- 
uty. 





Goakey Quits Oregon 


Department; Raise Kelly 


Ortis W. Goakey, Oregon’s deputy 
commissioner since 1953, has resigned 
to become industrial compensation 
manager for Consolidated Freightways 
at Portland. Mr. Goakey,who has been 
with the commission since 1951, is suc- 
ceeded by Robert H. Kelly. Mr. Kelly 
joined the department in 1955 and 
served as a field investigator at Port- 
land. 
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The science of logistics is simply the backing up of men 
in the field with all the ammunition, material and sup- 
plies they need. In this respect the army has nothing 


At American United Life, “logistics” begins with a 
full line of competitive and progressive contracts . . . 
backed up by practical sales tools that have been field 
tested . . . recruiting tools that work . . . training pro- 
grams—beginning—intermediate—advanced . . . and 
willing help from Home Office specialists that cuts the 
biggest life insurance problem down to size. 

Thus, firepower is maintained at an effective level— 
and this accounts for the phenomenal success American 
United men are experiencing in the field. 
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Variable Annuities: a Point to Clear Up 


There are so many legitimately de- 
batable points about the variable an- 
nuity that it seems worth while to try 
to dispose of others that are really not 
worthy of debate but nevertheless seem 
to be cluttering up the discussion. 

Foremost among these is probably 
the argument that acceptance of the 
variable annuity is a surrender to the 
forces of inflation. It is true that one 
of the main purposes of the variable 
annuity is to help offset the devasta- 
tion of inflation. But nothing can really 
do that entirely. Hence, to say that the 
variable annuity places anyone in the 
position of betting on or even hoping 
for inflation is fallacious. It is as ab- 
surd as saying that carrying life insur- 
ance is a surrender of the will to live. 

No type of variable annuity that has 
thus far been discussed could make in- 
flation attractive. At best, the variable 
annuity is an attempt to mitigate some 
of inflation’s cruelest blows. Infla- 
tion is not going to be any picnic, no 
matter how well one may be but- 
tressed by variable annuities. 

Denying people the variable an- 
nuity’s inflation protection on the 
ground that it is a surrender to the 
forces of inflation is impossible to 
justify. The argument seems to be that 
espousing the variable annuity is a 
sort of defeatist attitude. Yet there is 
no sensible reason for this ‘“either-or” 
premise that those who are in favor of 
variable annuities must therefore nec- 
essarily be weaker in their fight 
against further inflation. If anything, 
the reverse would seem to be true: 
Those who are so seriously concerned 
about possible inflation that they fav- 
or the variable annuity should be, and 
certainly to a considerable extent, are 
the ones who vigorously fight against 
inflationary influences in the economy. 


Plight of the Middle-A 


Today’s fast pace is killing off lots of 
business men, leaving behind many 
widows in their 30s, 40s and 50s who 
can’t find much-needed work. This is 
a problem because many of these 
women, past 35, are turned down as 
“too old.” Yet many of them need jobs 
to support themselves, and possibly 
children, for whatever social security 
and personal estate their husbands 
left often is inadequate. If there are 
no under-18 children there’s no social 
security except as a dole. 

A typical case is the widow who 
wrote to a New York City newspaper: 

“For seven months I have sought 
employment. A little past 40, I have a 


No one seriously argues that it is 
wrong to equip buildings with auto- 
matic sprinkler systems on the ground 
that the right way to decrease fire 
hazard is to make buildings fireproof. 
Nor does anybody contend that for 
pilots to wear parachutes constitutes 
a defeatism yielding to the hazards of 
air travel. Staying out of hoodlum- 
infested areas after dark may be bran- 
ded as a craven substitute for obtain- 
ing adequate police protection; never- 
theless, it’s a smart thing to do until 
police protection really is adequate. 

One other argument along inflation- 
ary lines has been advanced against 
the variable annuity. That is the pos- 
sibility that if life companies get to 
buying common stocks as the basis for 
variable annuities it will inflate stock 
prices still further and consequently 
reduce the yield on common stocks. 
However, there seems to be reason 
for believing that if the people who 
want what the variable annuity has to 
offer don’t get it through variable an- 
nuities they will buy mutual fund 
shares or else purchase stocks direct. 
There is going to be about so much 
money going into equity-type pur- 
chases and it probably doesn’t make a 
great deal of difference what the ve- 
hicle is—variable annuities, mutual 
funds, or the stock market. 

Even if there is a boost in the de- 
mand for common stocks and a conse- 
quent lessening in yields, this is not 
something that should be a factor in 
deciding whether to favor or oppose 
the variable annuity. To ask life in- 
surance policyholders to stay out of the 
stock market by not buying variable 
annuities which would increase stock 
prices seems putting a quite unjusti- 
fiable strain on the policyholders’ al- 
truism. 


ged Widow 


gec background, education and, I be- 
lieve, a nice appearance. I have held 
important positions of an executive 
nature where I have every reason to 
believe that my work was more than 
satisfactory. 

“Several employment agencies are 
trying very hard to find me, and other 
women in the same situation, a job. 
They have difficulty even getting in- 
terviews with employers once age is 
mentioned. Though employers admit 
that my qualifications are excellent, 
the -usual reply is “she’s too old.” 
When I am interviewed, I am treated 
courteously, but as if I am entering 
or already in the state of senility. Fre- 


quently I have been very close to a 
well-paying position commensurate 
with my ability, only to be informed 
that it was given to a woman of 28 or 
30, but for me not to be discouraged. 

“Just what are we supposed to do? 
Medical science is doing everything 
possible to prolong life, so if we have 
10 or more years added to the normal 
span (people in my family live until 
their 80s or 90s) it is not comforting 
to think of many, many years of not 
being allowed to earn our way simply 
because we are middle-aged women.” 

This widow, who said she has read 
little about discrimination against 
women past 35, has pointed out the 
plight of the person who wants to 
work but can’t because of age. 

Of course, there is some trend to- 
ward later retirement ages, as evi- 


denced by the recent Mutual Benefit 
Life decision to allow employes to 
continue working until age 68 if it 
seems in the best interest of the com- 
pany. But elimination of the tradi- 
tional retirement at age 65, even if 
it does become widespread, may or 
may not work to the benefit of mid- 
dle-aged widows. Much depends on 
whether companies with later retire- 
ment ages are willing to hire new em- 
ployes who are older than those gen- 
erally taken on in the past. 

The husband who carries insuffi- 
cient life insurance on the theory that 
his wife could get a job if he should 
die could well read the letter we have 
quoted and then ask himself if may- 
be he hasn’t been fooling himself more 
than he’s been willing to admit. 








PERSONAL SIDE OF THE BUSINESS 





R. Howard Dobbs Jr., president of 
Life of Georgia, has been named a 
general co-chairman of the fund rais- 
ing campaign of Atlanta chapter of 
American Red Cross. 


H. Hugh McConnell, 2nd vice-presi- 
dent of Metropolitan Life, has been 
elected to the board of American 
Broadcasting-Paramount Theaters, Inc. 


William R. Davis III, whose election 
as chairman of the agency manage- 
ment conference of LIAMA was re- 
ported last week, 


is director of field 











WILLIAM R. DAVIS Ill 


services for Commonwealth Life. He 
succeeds Lee Cannon, vice-president 
of Western Life. 

Mr. Davis is on the education and 
training committee and the bank pre- 
mium payment plans committee. He 
entered life insurance as an agent with 
Reliance Life in Pittsburgh. In 1933 


he joined Aetna Life and three years 
later became a general agent of Com- 
monwealth in Charleston, W. Va. In 
1942 he went to the home office as 
agency secretary, then was administra- 
tive director and director of branch of- 
fice agencies and now is director of 
field services. 


DEATHS 


F. I. NEIDERER, 57, manager of 
Mutual of New York at Harrisburg, 
Pa., since 1941, died unexpectedly of 
a heart attack while attending a lec- 
ture on heart disease. Mr. Neiderer 
joined the company at South Bend in 
1930. 











SETH C. H. TAYLOR, director of 
sales promotion for Sun Life of Can- 
ada, died suddenly 
in Montreal. He 
was 55. Mr. Taylor 
started his insur- 
ance career in 1923 
with Western Un- 
ion Life of Spo- 
kane. In 1928, 
when Western Un- 
ion was absorbed 
by Sun Life of 
Canada, Mr. Tay- 
lor became branch 
manager for Sun 
Life at Cincinnati. 
He went to the head office in 1936 and 
the following year became assistant 
superintendent of agencies, sales pro- 
motion division. In 1938, he was named 
superintendent of sales promotion, and 
in 1939 superintendent of western 
United States agencies. In 1940, he was 
transferred in the same capacity to the 
eastern United States division, and in 
1954 was appointed director of sales 





S. C. H. Taylor 
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SAN FRANCISCO 4, CAL.—Flatiron Bldg., 544 
Market St., Tel. Exbrook 2-3054. A. J 
Wheeler, Pacific Coast, Manager. 
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: promotion. Mr. Taylor, a CLU, was an © general man is willing to accept help 
= enthusiastic aviator. As early as 1920, Prop ones Plan for from the life industry and that the 
a a he was credited with 342 hours of fly- Major Medical for iadeaatry meee Join in the movement to 
‘ educate the general man. He sai a 
om HN LIND, fiel as nie Federal Employes 60% of the Asn business coming to his. 
; JO » field service division  WaspniNnGTON—The administra- agency from the brokers was converted 
radi- : ; 
: manager for Union Central Life, died. tion's proposal for medical care and in the first year. 
n if | Mr. Lind was 42 and with Union Cen- hospitalization for federal government Mr. Krauel said the life man should 
y or tral since 1934. In handling the com- employes and their dependents would Pay more attention, and oftener, to his 
mid- {| pany’s direct mail, he had received amend the group life act to take care Old policyholders. He urged general 
; on numerous awards from direct mail or- of major medical, hospital and surgical wee cae Ge ee 5 Ra at ee 
i izations for letters he had prepared. care, with deductible features. Em- : : 
“ire- 4 wis © teenies of the Fae Mail Ployes who are under the government to clients. He said new men come into 
em- a i life program would the business for compensation, both in 5 
Advertising Assn contributory group life program wou per 4 
atts HAROLD B. LONG, 51, manager of °2,,°°VeTe? *utomatically under the Sones! Ott Ping the appreciation 
° » Ol, proposal. 
: the North View district of Prudential ; I 
iffi- at Milwaukee, died of a heart attack. government pay 25 cents for each urally will follow, he said. 
that He joined Prudential at Milwaukee in $1,000 insurance per employe per two- ‘ a 
ould | 1929 and was a district manager in Week pay geenous oe seh gid iho Continental Appoints Pane 
ave pense piggy pee act. Estimated additional cost to the to Pittsburgh Group Post 
1ay- s : ment 5 milli - 
a was an instructor of LUTC courses for vaue. scaialinii: wie panied 
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several years. 


Under the plan, there would be a 
MISS ALMA C. HAUPT, 63, direc- 


$250 deductible on surgical costs, a 
tor of the nursing bureau of Metro- $500 deductible on hospital care costs, 
olitan Life from 1935 until her retire- 29¢ a 75% coinsurance clause. The 
p : : -,. amount of medical care and the de- 
ment in 1953 and a leading authority qyctible would depend on the amount 
on public health nursing, died in San of life insurance carried. This would 
Francisco. During World War II, she also have a 75% coinsurance clause. 
served temporarily with the federal Retired employes would be subject to 
government in various consulting and 4 $200 deductible and a 75% coinsur- 
dvisory posts. ance clause. Maximum benefits for 
. medical, surgical and hospital costs is 
$5,000 in any one year and a $10,000 


Equitable of Colorado maximum until retirement. Retirement 
maximums are $2,500 and $5,000. 


Incorporates at Denver The administration also has dropped 

Equitable Life of Denver has been the idea of deducting from employes’ 
granted a Colorado charter. Author- pay checks the cost of basic health 
ized capital is $1 million with paid plans. 


capital and surplus of $250,000. Carl » 
i Young, in the life business for 36 Life Managers at L.A. 


years, is president and one of the in- Conclude Panel Series 
corporators. 


The new company will write all | “Sales Promotion” was the theme 
forms of life, retirement income, mort- for the third and last of a series of 
gage protection, annuities and double panel discussions by. Los Angeles Life 
indemnity contracts both participat- Managers Assn. Two previous panels 
ing and non-participating. Other in- discussed recruiting and training. Par- 
corporators are Paul V. Pattridge, ticipants of the third panel were John 
president of First National Bank of J. Shilling, Home Life of New York; 
Golden, Colo., and Conrad Becker, Arthur C. Krauel, Pacific Mutual Life, 
Lakewood, Colo. Other officers are and Stanley J. Neuman, Continental 
Homer L. Pearson, vice-president; Mr. Assurance. 
Becker, secretary; Mr. Pattridge, Mr. Shilling and Mr. Neuman de- 
treasurer and Pauline G. Williams, as- clared that general agents and man- 
sistant secretary-treasurer. agers should give more attention to 
pA nevoaea business. Mr. Peis 
’ ealing with the topic strictly from the 
Travelers’ TV Case standpoint of an agency dealing en- 
tirely with brokers, said the life man- 


Decision Under Study ager must face the fact that the gen- 


Federal communications commission era] insurance man is in the field to 
officials are studying Travelers’ ap- stay. Pointing out that the general 
plication for a TV station license in the man faces fierce competition from the 
Hartford area. The application invol- direct writer, Mr. Neuman said the 
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York was counsel for Telecasting, and 
P. H. Russell was counsel for Travel- 
ers. P. W. Valecenti, counsel of the 
FCC broadcast bureau, argued in sup- 
port of granting a license to Travelers. 


ves a contest between Hartford Tele- 


casting and Travelers. At the recent 

hearing, Joseph Lotterman of New 
H. W. Cornelius Bacon, Whipple & Co. 
35 S. LaSalle St., Chicago, Mar. 20, 1956 
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Wins Guardian President's Cup 








Previous Current 
Week’s Bid Bid Asked 
The Spaulder, Warshall & Schnur  getna Life once 215 207» 211 
agency of Guardian Life in New York Beneficial Standard ........ 34-32% 32% 
City won the president’s cup in 1955 Cal.-Western States ........ 1110s 111s 
for scoring the highest total of points Colonial Life ........s.0. 140 136 140 
in a variety of categories designed to Columbian National ........... = " = 
measure the all-around effectiveness Commonwealth Bite a a = 
of agencies. The agency won the cup in Continental Assurance. 181 181 184 
1951, the first year it was placed iN Franklin Life vce 92% 923% 93% 
competition. Great Southern Life . 95 96 99 
I FI erninecctimnassiiensemcmns 36 355g 36% 
Jefferson Standard ............ 128 135 138 
Kansas City Life .............. 1420 1425 1475 
BANK LOANS Life and Casualty ..... 3834 3834 39% 
ON VESTED Life Ins. Investors ............ 16 155, 16% 
Lincoln National ................ 235 233 237 
RENEWALS MiSSOUTPI .......ccesseeeeeees 24% 24 2414 
National L.&A.. .......... ae 94% 94 9542 
THREE OR FOUR North American, III. ........ 24% 2334 2434 
N.W. National ............. 92 92 96 
VERE RERAUEE Ohio State Life . 218 220 «228 
Old Line Life ......... 53 53 5642 
UNDERWRITERS CREDIT & Southland Life... Rae te Soran 
GUARANTY CORPORATION Southwestern Life *115 «117'—S «128 
ae Travelers cesses 84%, 833%, 8412 
340 Pine Street, San Francisco 4, California United, Ill. .. 26% 26% 27% 
Southern California & Arizona Branch Office TB, BeRhe soaceiseccesassivess 157 156 161 
9935 Santa Monica Bivd., Beverly Hills, Calif. West Coast Life ...........00 55 57 59 
Wisconsin National ............. 51 54 58 


*X Stock Dividend 





Continental Assurance has appoint- 
ed Andrew M. Pane regional group 
manager at Pittsburgh. Mr. Pane 
joined the group sales and service di- 
vision of the eastern department of 
Continental in 1950. In charge of New 
York state’s disability benefits until 
1951, Mr. Pane was then made a group 
service representative for the entire 
territory. In 1952 he was appointed 
group supervisor, handling group 
sales and service for the eastern de- 
partment. 


Md. Decides Revived 
Company Must Meet 


Present Requirements 


Deputy Attorney-general Ramsey of 
Maryland has advised Deputy Commis- 
sioner Coppage that a defunct insurer 
must meet the capital and security 
requirements of the present state law 
to obtain a license—and not the re- 
quirements as they existed in 1929. 

The law department gave its opinion 
n capital and surplus requirements in 
his case when counsel for the compa- 


: ny, the name of which was not made 
The administration proposes that the @9d the monetary compensation nat- public, proposed to revive the charter. 


The charter was approved by the 
state tax commission in 1929, recorded, 
and endorsed by the insurance com- 
missioner. Capital was $50,000, repre- 
sented by 5,000 shares of common stock 
with $10 par value. Purpose of the 
company was to write life and all 
branches of A&S, “whether on the in- 
dustrial plan or otherwise.” The cor- 
poration never became active, never 
obtained a license and lost its charter 


in 1932 for non-payment of the fran- 
chise tax. 





Provident Mutual Sales up 7.9% 
Provident Mutual Life sales in Feb- 


ruary, up 7.9%, set a record for the 
month. 
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Here Are A Few Reasons 
Why Atlantic Is Growing 


It is attracting top men to its rapidly 


expanding agency force because of these advantages: 


1. Top commission scale, including full com- 


missions on preferred risk contracts. 
2. An attractive income plan for new agents. 


B.A practical and comprehensive training pro- 


emphasis on career selling. 


A. A complete program of company benefits. 


Se Facilities for servicing brokerage and sur- 


plus business. 


@. And a broad line of life, accident and sickness, 
and hospitalization coverages including non- 


cancellable and guaranteed renewable policies. 
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ITS LAURELS 
Although its producers have long enjoyed the competitive 
advantages of: 


@ Low Net Costs 

@ Flexible Settlement Options 
@ Net Level Premium Reserves 
© A Strong Surplus 


Mutual Trust is continually improving its net cost position and 


Yl Grist 


LIFE INSURANCE COMPANY 
135 S. La Salle Street, Chicago 





introducing new and progressive contracts which have decided 
buyer appeal. There are still a few agency opportunities open 
for developing new territory and in replacing 
veterans who are retiring after long years of 
successful service. 
Mutual Trust operates in: 
Cal., Conn., ta., Ill, Ind., Mass., Me., Mich., 
Minn., N. H., N. J., N. Y., N. D., Ohio, Ore., 
£ Pa., R. |., Vt., Wash., Wis. 
AGE 




















LIFE INSURANCE 
GENERAL AGENCY 
OPPORTUNITY 


To the top quality man in the life insurance business who 
is disturbed by his present position, who has the qualities 
of leadership, and who knows he can build a successful 
agency, we say, “Get on our team... we will not let you 
fail.” 


We will back you with substantial cash, direct mail, ad- 
vertising in your town, real recruiting, agent financing, 
and successful training. We are talking about a high 
quality, top-notch agency. We do have the material to 
help you succeed . . . everything! 


All forms in life insurance (including the LICA DIA- 
MOND: A plan... a way of selling life... complete from 
“mail to sale”. ..) Accident and Health. Hospitalization. 


Some opportunities available in Illinois, Indiana, Penn- 
sylvania, Maryland, and Delaware. 


Write for personal interview. 
Jay Arnet, Director of Agencies 


LIFE INSURANCE COMPANY OF AMERICA 
WILMINGTON 99, DELAWARE 




















Occidental Realigns 
Underwriting Duties 


Claud S. Gillespie, assistant vice- 
president of Occidental Life of Califor- 
nia, has relinquished his duties as 
administrative head of the life and 
A&S underwriting departments to be- 
come executive assistant to Howard 
J. Brace, vice-president and secretary. 
Mr. Brace is scheduled to retire in 
1957, when Mr. Gillespie will assume 
a substantial portion of his duties. 

Succeeding Mr. Gillespie is John R. 
Pullman with the title of superinten- 
dent of ordinary underwriting. Glen O. 
Gregg, formerly associate manager of 
the life underwriting department, 
becomes manager of that department. 
John Logan becomes associate man- 
ager of life underwriting, and Harry 
Nurnberg has been named assistant 
manager of that department. 

In the A&S underwriting depart- 
ment, Harold V. Kentner has been pro- 
moted to associate manager and Ken- 
neth E. Placek becomes assistant man- 
ager. 

Mr. Gillespie joined Occidental in 
1937 after five years of underwriting 
experience. He has been in underwrit- 
ing positions since, becoming secretary 
in 1951 and assistant vice-president 
two years later. He is president of 
Home Office Underwriters Assn. of the 
Western States. 

Promoted the first of the year to 
manager of the life underwriting de- 
partment, Mr. Pullman~ joined Occi- 
dental in 1936 and has been associ- 
ated with underwriting activities since 
1942. He is a fellow of Life Office 
Management Assn. Mr. Gregg has 
been with the company since 1945. 





Booklet Lists Agents’ 
Training Opportunities 


Educational and Training Opportuni- 
ties for the Life Underwriter, a book- 
let prepared by Advisory Council on 
Life Underwriter Education and 
Training, is being released to the life 
insurance business this month. Copies 
may be bought at 25 cents each from 
LIAMA. 

The booklet describes in detail 
American College, Life Underwriter 
Training Council, the Purdue and SMU 
courses. Complete information on all 
institutional training programs is 
available in one booklet for the first 
time. A “case history” section shows 
how agents have used the institutional 
programs at various stages of their de- 
velopment to supplement and continue 
the training processes offered by their 
own companies. 

e e e 


The booklet was published coopera- 
tively by American Assn. of Univer- 
sity Teachers of Insurance, American 
College, American Life Convention, 
American Society, General Agents & 
Managers Conference, Institute of Life 
Insurance, Life Advertisers  Assn., 
LIAMA, Life Insurance Assn. of 
America, Life Insurers Conference and 
National Assn. of Life Underwriters. 
They are represented in the council. 





Mass. Mutual Names 2 Group Men 

Massachusetts Mutual Life has ap- 
pointed John A. Wilson and John F. 
McAuliffe district group representa- 
tives at Rochester, N.Y., and at the 
newly opened Buffalo group office, 
respectively. Mr. Wilson has been in 
group work in New York City for 
three years. Mr. McAuliffe has been in 
the group business at Chicago. 





Hunt Raised by Occidental 

Kenneth Hunt, with Occidental Life 
of California at Spokane since early 
1955, has been named assistant man- 
ager there. He previously was with 
Beneficial Standard Life. 


Travelers Makes Lite 
and Group Promotions 


Travelers has made these promo- 
tions and appointments: 

Winthrop A. Richardson, Fred (, 
White and Edward M. Carter, are pro- 
moted from assistant chief underwrit- 
ers to chief underwriters in the group 
department and Francis W. Donahue, 
who has had charge of the contract 
work of the pension division, becomes 
chief contract underwriter. 

William F. O’Neill from field super. 
visor, life and A&S, at the Sioux City 
office, to special services assistant at 
the home office. 

Named district group supervisors 
are Wayne W. Wall, Syracuse, Robert 
E. Pavey, Providence, William fF. 
Rowe Jr., Richmond, Robert F. J. Fitz- 
patrick, Toronto, and Virgil T. Lester, 
Dallas. All have been assistant super- 
visors. 


& o e 

In life and A&S, Ned D. Johnson, 
assistant manager at Bridgeport, Conn., 
has been transferred in the same ca- 
pacity to New York City. C. Cabell 
Hancock Jr., assistant manager at 
Richmond, becomes assistant manager 
in charge of the Norfolk office, under 
supervision of the Richmond branch. 

Named field supervisors are Jack E, 
Smith, Los Angeles; John D. McNair- 
na, Winnipeg; and Richard R. Morgan, 
Oklahoma City. 

Appointed agency service repre- 
sentatives are Rodger Stettaford, John 
street, New York City; William T. 
Harrison Jr., Atlanta, Curtis L. Hack- 
ford, St. Louis; and George A. Ensign, 
Toledo. 


Wichita Gives $5,070 
to NALU Building Fund 


Wichita association has contributed 
$5,070.50 for its 232 members, an aver- 
age of $21.86 for the full membership, 
to the campaign by National Assn. of 
Life Underwriters to raise funds for 
its new headquarters building in 
Washington, D.C. 

The average contribution has been 
$29.48, with 172 members, or 74% of 
the whole, taking part. Forty members, 
or 17%, have been designated “charter 
builders” for contributing $100 or more 
each. Their names will be inscribed on 
bronze plaques in the building’s main 
foyer. This is the best record reported 
to date. 








Agents Qualification 
Measure Passes in Va. 


The Virginia legislature has passed 
an agents qualification bill calling for 
written examinations, or as an alter- 
native, the passing of a company- 
approved course. Industrial agents are 
exempt. It applies to A&S as well as 
life. No opposition is expected from 
the governor. 





Equiowa Has Best Feb. Sales 


Equitable Life of Iowa last month 
had new paid sales of $11,683,134, its 
largest February production. This was 
a 7.5% increase over February, 1955. 
Sales for the first two months of 1956 
are at a record of $22,905,705, up 6.9%. 

Griffin, Ingram & Pfaff, Chicago, 
1-7 aU agencies. 


West Coast Lite Adds 2 Offices 


West Coast Life has opened new 
agencies at Medford, Ore., with CG 
William Abbott as manager and at 
Chico, Cal., under Nick Glenn. 

Mr. Abbott formerly was with Mu- 
tual Life of New York, and Mr. Glenn 
has been with West Coast Life for 
nine years, serving as an agent at 
Dunsmuir, Cal., and as district man- 
ager at Red Bluff, Cal. 
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Stress Sales Promotion, Training at LAA Meeting 


(CONTINUED FROM PAGE 4) 





_ 


policyholders with the offer of a com- 
plete one to those interested. 

Several speakers agreed that inter- 
est in annual reports is low. A number 
said their companies either had re- 
duced the size of the full report or pro- 
vided just a condensed version. The 
practice of annual reporting through 
local newspapers and sending report 
pooklets only to agents and other em- 
ployes also was mentioned. 

Mailing pieces to policyholders was 
discussed at some length by planning 
round table participants. When special 
policies are introduced, some compan- 
ies notify only the agents while others 
also circularize policyholders—in addi- 
tion to using national advertising. A 
campaign to inform employes and the 
public, particularly those in the area, 
when the company plans a new home 
office was outlined briefly. Emphasis 
was placed on the improvements to be 
made through the new building. The 
round table also discussed gifts, chil- 
dren’s books, Christmas and birthday 
cards for policyholders. 

Motivating agents to use direct mail 
was a topic at the motivation round 
table. Agents must be sold on the value 
of using direct mail as a prospecting 
and sales aid. It was noted that agents 
who believe in direct mail often 
achieve better results with it. 

The president of LAA, Al B. Rich- 
ardson, Life of Georgia, spoke briefly 
at the luncheon. He said the associa- 
tion has 411 members. Mr. Richardson 
was honored at a reception in the 
evening. 

The second morning session opened 
with a film strip on group sales pre- 
sented by New York Life. It pointed 
out the sales possibilities in mass 
markets. 

Three half-hour “shop talk” sessions 
were held on budgets, organization 
and daily systems of the department. 
Harvey Kesmodel, Sun Life of Balti- 
more, was moderator. Panelists were 
Warren L. Bacon Jr., New England 
Life; H. Bogert Farquhar, Connecticut 
General Life; Seneca M. Gamble, Mas- 
sachusetts Mutual Life; Donald E. 
Lynch, Mutual Benefit Life; William 
E. Reimer, Jr., Provident Mutual Life; 
and William S. Weier, Prudential. 

Mr. Bacon impressed the gathering 
with his original index card record 
used in cataloging promotional and 
sales data and literature. Speaking on 
budgets, Mr. Bacon pointed out that 
the cards, which show the type of 
material produced, its cost, to whom it 
was sent, and a half-tone illustration 
of the piece, provide his department 





- SURE! It’s in ~ 


1 NEW BABY GROUP! : 


For complete details write your Gen. Agent or: 
The UNitep States LIFE INSURANCE Co. - 
Py IN THE CITY OF NEW YORK 
84 William Street, N. Y.38.N.Y. ff 


(RR BEBE adie to executive vice-president 


with an accurate estimate of costs to 
be considered in formation of the next 
year’s budget. He said the cards are 
filed not only by the home office but 
also by general agents to whom the 
sales and promotional data is sent. In 
that way, he said, the agent has at 
fingertip an index of sales aids on all 
the policies and new features of pol- 
icies. 

Mr. Farquhar discussed production 
and training problems and described 
his department’s administrative setup. 
He said his department is operated 
much in the same way as an adver- 
tising agency. New men are started in 
production and then moved to the 
creative department. 

Mr. Gamble said his department 
budgets per project rather than on a 
percentage of total premium income 
for the year. 

Mr. Reimer showed a novel sched- 
uling chart where every piece of work 
in progress is listed and is checked off 
on the chart as it passes through the 
various stages of production. In that 
way, he said, few items are stalled, 
lost or pigeon-holed. 

Mr. Weier and Mr. Lynch described 
organization and duties of their de- 
partments with emphasis on job rota- 
tion among key personnel. 

The meeting was concluded with a 
talk by Charles C. Robinson, commu- 
nications consultant and former vice- 
president of Columbian National Life, 
whose topic was “What Follows Crea- 
tion?” He urged his audience to think 
more about how to impress and assist 
the agent in his most difficult job, 
that of meeting and getting to know 
more people. He fortified his state- 
ment with general business figures, 
pointing out that 60% of an agent’s 
sales come from people he knows well 
and 20% from strong third party leads. 

Mr. Robinson cautioned that, after 
the advertising director has produced 
his creation, his work should not be 
considered done. He stressed the im- 
portance of follow-up field trips to 
more fully explain to the agent how 
to put his creation to use. 

Round table chairman was Robert 
A. Adams, Provident Mutual Life. 
Theme of the meeting was “What’s 
Under the Hood?” 





Great Southern Life 


to Write Group Covers 


Great Southern Life is entering the 
group field specifically to provide pro- 
tection for employe groups of 50 or 
fewer. Eventually group and pension 
coverages, and all their ramifications, 
will be made available. 

Several promotions have been made. 
A. F. Mitchell, vice-president and ac- 
tuary, was named insurance vice-presi- 
dent; Joseph W. Hahn, associate actu- 
ary, was named actuary. Carmon L. 
Greenwood, assistant treasurer in the 
investment department, was made an 
assistant vice-president and Fred J. 
Stubbs, agency assistant, was ad- 
vanced to director of training. 


J. B. MacDonald Assistant 


Actuary of Crown Life 


Crown Life has appointed J. Bruce 
MacDonald assistant actuary. Mr. Mac- 
Donald joined the actuarial department 
as a clerk in 1949 and was named 
supervisor in 1953. He is a fellow of 
Society of Actuaries. 








National, lowa, Changes 


“oe te Life of Iowa has advanced 
J. Davidson from secretary and 


and actuary and Carl F. Woodmansee 
from director of agencies to vice- 
president and director of agencies. 

Mr. Davidson has been with the 
company since 1929. Mr. Woodmansee 
went with National Life in 1954 after 
22 years with Midland Mutual Life. 

In other changes, Fred E. Bonk was 
promoted from assistant secretary to 
vice-president and comptroller; Jay E. 
Brown from office manager to secre- 
tary, and William Clark, Floyd Lowe 
and Howard E. Norem to assistant 
secretaries. 


Mekkelson Promoted to V-P 


Leslie Mekkelson has been named 
vice-president and auditor of State 
Farm Life. 

Joining the company as an agent in 





Arizona in 1932, Mr. Mekkelson went 
to the home office at Bloomington, II1., 
in 1937. He advanced to statistician 
in 1946 and auditor in 1953. He is a 
certified public accountant and fellow 
of Life Office Management Institute. 





American United Appoints 
N. L. Daugherty, S. W. Ots 


American United Life has appoint- 
ed Norman L. Daugherty and Sanfort 
W. Ots agency managers at Little 
Rock and Erie, Pa., respectively. Both 
men have completed the Purdue 
course. Mr. Daugherty has been with 
American United since 1951. Mr. Ots, 
in insurance seven years, has had 
previous managerial experience. 





IS A $10,000 POLICY 
YOUR BIGGEST SELLER? 





IT WOULD BE IF YOU SOLD THE 


LUTHERAN MUTUAL SELECTOR PLAN! 





ings for our agents. 


coverage. 
2. Lutheran Mutual has 


interview. 


In less than a year after it was introduced, a $10,000 
minimum policy has become our biggest seller. 
Number ONE in sales volume and Number ONE in earn- 
Here’s why: 


It’s 


1. The Selector offers a policy at a cost so low it be- 
comes easy for the prospect to add an extra $10,000 


prepared policy illustrations 


and sales visuals that assist in every step of the 





utheran Mutual 


Interested in selling a plan like this? Write to: 
Cc. O. McGee, C.L.U., Director of Agencies 


LIFE INSURANCE 
COMPANY 


Home Office * Waverly, lowa 
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‘is a Long Time 


And the loss of major househeld 


support—forever—can cause turmoil that 


may disrupt lifelong plans. 


Your customers want a service that preserves 

financial stability of a household at such times. 

Old Republic’s new Critical Period plan guarantees 36 
months’ payments if the borrower dies, and 12 months’ 
payments in case of disabling accident or illness. 
Because of its low cost, absence of premium differential 
for age, lack of medical examination requirement and 
simplicity in handling, it’s goed business for borrewer 
and lender alike. No extra help is required. 


A letter, wire or phone call will bring the man from 
Old Republic to your desk with full information. 


{Old Republic 


Life Insurance. sam 


Chicago 1, lilineis 
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Your Mutual 
Benefit Life 
Man SUVS: 


insurance is 
like a suit— 
unless it 
ts—the 
client won't 


be happy.” 


“Fitting” life insurance to the indi- 
vidual’s needs is the foremost 
Mutual Benefit Life philosophy. 
And it’s one that’s shared by every 
Mutual Benefit Life agent. It means 
more study, more training and 
more service to the client. But it 
also means “happy” clients—and 
more success, as in the case of 
William G. Robbins of Lexington, 
whose clientele 
has grown by leaps 
and bounds right 
from the begin- 
ning. The Mutual 
Benefit Life Insur- 
ance Company, 
Newark, New 
Jersey. 








Mich. Recodification Bill 


Set for Final Passage 


LANSING—The_  department-spon- 
sored and industry-backed bill for 
recodification of the Michigan insur- 
ance laws is due for final passage this 
week, probably without opposition. The 
measure was reported last week from 
the senate insurance committee with- 
out change and was advanced to order 
of final passage before the week-end 
recess. Only changes made in the 510- 
page measure since its introduction 
were corrections in typographical er- 
rors and minor clarifications. 

The bill, according to its sponsors, 
will put the Michigan insurance acts 
in properly related form, making them 
much more accessible and more easily 
interpreted since many ambiguities 
and conflicts have been removed with- 
out altering the general intent of any 
of the existing statutes. Because fur- 
ther amendments at this session would 
disorganize the codification, few bills 
amending any of the laws included 
even were offered and nearly all died 
in committee. It is anticipated, how- 
ever, that with the codification com- 
pleted and the process of amendment 
made easier, many changes, chiefly 
seeking to modernize the Michigan 
laws, will be offered at the 1957 ses- 
sion. 





Carsten to Pittsburgh 


Paul Revere Life and Massachusetts 
Protective have 
appointed Howard 
W. Carsten general 
agent at Pitts- 
burgh to succeed 
Eugene A. May- 
field, who died as 
a result of an au- 
tomobile accident 
last October. 

Mr. Carsten, who 
joined the compa- 
nies in 1934, has 
been general agent 
at Oakland, Cal., 
for the past 10 
years. He previ- 
ously was general agent at Johnstown, 
Pa. 


340 Attend Illinois Caravan 


The annual sales caravan sponsored 
by Illinois Assn. of Life Underwriters 
made stops at Danville, Galesburg and 
St. Charles, attracting a total attend- 
ance of 340. 

Addressing one or more of the vari- 
ous meetings were A. Jack Nussbaum, 
Massachusetts Mutual, Milwaukee, 
vice-president of NALU; L. E. Throg- 
morton, vice-president and director of 
public services of Republic National, 
and John W. Lawrence, general agent 
of Massachusetts Mutual at Chicago. 





H. W. Carsten 








United Promotes Seven 


Seven members of the home office 
staff of United of Chicago have been 
promoted. 

Those named and their new posi- 
tions are: Joseph Wortman assistant 
vice-president, Fred J. Moldenhauer 
assistant secretary, H. J. Kirstner as- 
sistant vice-president, L. J. Glaser 
assistant vice-president and actuary, 
Robert E. Holland assistant secretary, 
William Field assistant vice-president, 
and F. R. Johnson assistant vice-presi- 
dent. 

Also, E. B. McGuinn was named as- 
sistant counsel and Carson Schuler 
was appointed assistant cashier. 





School-Business Meet at Hancock 


John Hancock was host for a 1-day 
educational-business conference  at- 
tended by 400 representatives from 
Boston high schools and business or- 
ganizations. The visitors toured the 
company’s new Univac data processing 
center, heard talks and panel discus- 
sions. 

Sponsors were American Mutual Li- 


ability, Employers’ group, Liberty Mu- 
tual, New England Life, John Hancock, 
New England Telephone & Telegraph 
Co., Federal Reserve Bank of Boston, 
First National Bank of Boston and Na- 
tional Shawmut Bank. 





Guardian Names Thomas 


at New Columbus Agency 


Guardian Life 
has opened a new 
agency in Colum- 
bus, O., and has 
appointed Naurice 
M. Thomas man- 
ager. Mr. Thomas, 
in the business 
since 1947, for sev- 
eral years headed 
his own insurance 
agency in West 
Virginia. 






Naurice M. Thomas 





Newhouse & Hawley Hold Course 


Newhouse & Hawley of Chicago held 
a training school on life, A&S and 
group coverages for brokers at High- 
land Park, Ill. This was the first of a 
series of courses to be held the next 
two years. 

Instructors were Richard Markham, 
director of training, and Robert Webb, 
assistant director of agencies, of the 
Union Mutual Life home office. The 
life department of Newhouse & Haw- 
ley, operating as the L. F. Hawley 
agency with M. E. Farris as_ vice- 
president and manager, represents 
Union Mutual in Cook and Lake coun- 


Northwestern Mutual Ups 
Maximum Cover to $600,000 


Northwestern Mutual Life has in. 
creased its limits of individual cover. 
age from $400,000 to $600,000, with 
$400,000 the maximum obtainable 
within a 12 month period. The new 
maximums are graded down for both 
lower and higher ages at issue. The 
revised limits also include employe 
trust business. 





Ronan Promoted at Seattle 

John T. Ronan, Seattle district man- 
ager for Bankers Life & Casualty, has 
been appointed manager there. His 
area will include Washington, north- 
ern Idaho and northern Oregon. Bank- 
ers also has opened offices in Everett 
and Yakima, Wash. 


New Oklahoma 
Handbook Out 


A new Underwriters’ Hand- 
Book of Oklahoma has just been 
published by the National Under- 
writer Company. It provides com- 
plete and up-to-date information 
on the agencies, companies, field 
men, general agents, groups and 
other organizations affiliated with 
insurance throughout the state. 
Copies of the new Oklahoma 
Hand-Book may be obtained from 
the National Underwriter Co., at 
420 East Fourth street, Cincinnati. 

















ACT 


ARIES 











The price is $12 each. 
IND. & NEB. A 














CALIFORNIA 
COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 














Haight, Davis & Haight. Inc. 
Consulting Actuaries 

ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 

















GA. VA.-N.Y. 





BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 
tc 


ATLANTA 







M te, ry 


RICHMOND 





NEW YORK 








MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 























NEW YORK 








ILLINOIS 








CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 











211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 





OKLAHOMA 














Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 





W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 




















Harry S. Tressel, M.A.1.A. W. P. Kelly 
M. Wolfman, F.S.A. A. tweod 
M, Moscovitch, A.S.A. M. Kazakoft 
D. Sneed L. Miler 











PENNSYLVANIA 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, UL 








FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
ASSOCIATE 


E. P. Higgins 


THE BOURSE PHILADELPHIA 
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Agency Growth Hinges on More Sales Per Man 


(CONTINUED FROM PAGE 3) 





sales each month, not by asking them 
to double the number of their sales 
each month, but by asking them to 
make only one more sale each month 
—certainly not an impossible or even 
an unlikely goal,” Mr. Johnson de- 
clared. “For an agent to make one 
more sale each month calls primarily 
for more activity, more time in the 
field, more direct mail, more telephone 
calls, more new prospects, more new 
cases opened, more face-to-face show- 
down interviews, but not a great deal 
more of any one. Just a little im- 
provement in each. 

“And how do you encourage this 
increased activity? Well, among many 
ways, one way is to show him with 
pad and pencil the dramatic increase 
jn his annual sales and earnings that 
will result from only one more sale 
per month. Then show how, from such 
a small increase in activity, can come 
that new split-level farm-house or that 
two-tone hardtop, or that trip by air 
down to Rio! 

“There are only three ways in 
which our business, our companies, 
and your agencies can grow—more 
salesmen, larger average sales, and 
more sales per salesman. All three 
offer tremendous opportunities for 
growth. We should be working vi- 
gorously on all three fronts.” 

As regards growth through more 
agents, Mr. Johnson said there are 
some in the business who are quite 
negative on the question of recruiting 
in the next few years. 

“They point out,” he said, “that in 
the next 10 years there will be an 
increase of about 25 million in our 
population but the increases will come 
largely in the very young and in the 
very old and retired, and the working 
population will show very little in- 
crease, while at the same time the 
demand for goods and workers will 
increase tremendously. They predict a 
shortage of manpower, a shortage of 
workers for every kind of job, and 
particularly for sales jobs. 

“For those who are looking for 
reasons not to recruit, they will be as 








WE WANT THE 
BEST HOSPITALIZATION MAN 


IN TEXAS to Take Charge of 
Our New Hospitalization De- 
partment. 


EMPLOYEES SECURITY 
LIFE INSURANCE COMPANY 
Grand Prairie, Texas 
G. H. Turner, President 
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O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 


P. O. Box 101 Queens Village, N. Y 
Phone — Hollis 4-0942 











BOWLES, ANDREWS & TOWNE 
ACTUARIES 
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In the Statler hotel during the 
NALU midyear meeting at Hartford: 
From Left, Hunter Hammill, Phoenix 
Mutual, Philadelphia: A. Stewart 
Payne, general agent of Security Mu- 
tual of Binghamton at Binghamton; 
and Jack R. Manning, managing di- 
rector of the New York City associa- 
tion. 


plentiful as always, pérhaps even 
more so. But it seems to me that these 
difficulties will just make the job 
more challenging, the rewards more 
satisfying.” 

Mr. Johnson cited a recent article in 
Nation’s Business entitled “America 
Needs a Million Salesmen.” If that’s 
the case, he said, life insurance needs 
at least 50,000 more. And if each of 
them paid for, say, $300,000 of ordi- 
nary a year it would add some $15 
billion a year. Not only do the Ameri- 
can people need that additional in- 
surance but they have the money to 
pay for it, he emphasized. 

“We must recruit more salesmen to 
our sales forces,” said Mr. Johnson. 
“There are thousands of Americans 
who would be happier and would 
make more money in our work than 
in any other. It is our job to find 
them and sell them and make them 
successful. 

o * e 

“Your agency, my company, our 
business will never do the job it should 
until we increase the numbers in our 
ranks. In our own company we have 
added 1,128 agents to our rosters since 
1950. But if all our 180 agencies had 
recruited as many good new men in 
the past five years as did the top 25% 
of our most successful agencies, we 
would be crowding the Metropolitan 
and the Prudential on ordinary sales.” 

Discussing larger average sales, Mr. 
Johnson said that part of the increase 
in recent years has been due to in- 
flation and the lowered purchasing 
power of the dollar but a large part 
has been due to more and more 
agents working in the advanced un- 
derwriting fields. Company training 
programs and general agents and 
managers have stressed estate plan- 
ning, business insurance, advanced un- 
derwriting methods, the result being 
larger average size sales. The so- 
called special policies with minimums 
of $5,000, $10,000 or more have also 
done much to boost the average sale. 
New York Life in the last five years 
has raised its average size sale by 
52% and similar or greater increases 
have been made in many other com- 
panies, said Mr. Johnson. 

However, there is a limit to how 
far this upgrading can be carried, he 
pointed out, Also, it means the nu- 
merically great middle income market 
is being neglected. For example, the 
lower fifth of families that are earn- 
ing between $4,000 and $5,000 are 
putting only $16 a year into life in- 
surance, according to LIAMA statistics. 

Mr. Johnson believes the greatest 
gain may come from increasing the av- 


erage sale not of the advanced agent 
but of the average agent who is selling 
in the middle income market where 
greater family protection is so sorely 
needed. 

“Already this is taking place to 
some extent through family income 
plans and large package programs,” 
he said. “But I foresee even greater 
increases in the average sale of this 
type of agent who may be happy to 
remain permanently in this market 
because of his natural ability to handle 
well the middle-income client and the 
much larger number of _ prospects 
available to him.” 

Reviewing the various facilities 
available to the general agents and 
managers for developing their skills 
and knowledge, Mr. Johnson. praised 
the GAMC activities as offering 
agency heads an opportunity to grow 
and become a bigger man in his job. 

Osborne Bethea, Prudential, Newark, 
gave several case histories of agents 
in his office to illustrate the common 
factors of success. He listed these 
as a deep-seated desire to excel, a 
willingness to do a little more and do 
it a little better, the development of 
a deep-seated sense of the value of 
life insurance. 

To develop agents with these quali- 
ties the most important factor is de- 
finite, specific supervision, said Mr. 
Bethea. This would include joint work 
in market building and in selling, plus 
careful plans to motivate, elevate, and 
inspire. 

Charles J. Zimmerman and Sam G. 
Shackelford, managing director and 
senior consultant, respectively, of 
LIAMA. spoke along the lines of the 
talks they gave last week at the 
LIAMA agency management confer- 





Mr. and Mrs. Horace R. Smith leav- 
ing one of the Sunday evening parties 
at the Statler during the NALU mid- 
year meeting at Hartford. Mr. Smith 
is superintendent of agencies of Con- 
necticut Mutual Life. 


ence in Chicago and which were re- 
ported in THE NATIONAL UNDERWRITER 
for March 16. 

Lewis W. S. Chapman and W. Thom- 
as Fiquet, LIAMA director of com- 
pany relations and consultant, respec- 
tively, put on a skit presenting a 
manager reviewing with an establish- 
ed agent his progress to date, develop- 
ing a supervision profile, and planning 
a program to help the agent come 
nearer to doing his best. It introduced 
the “Traindex,” the newest LIAMA 
supervision tool. 

Following the GAMC business 
meeting in the morning, there was a 
skit put on by LIAMA staff members 
portraying the origin and early days 
of LIAMA. The scheduled tour of 
LIAMA headquarters had to be called 
off because of the severe snow storm. 
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Foundation for 
SECURITY 


In a building, it is a balance of 
architectural line, strength and utility. 


In life insurance, it is a balance of 
modern method, efficiency and 
continuing close human relationships. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA 


PENNSYLVANIA 
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Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 


to make payment in advance. 
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OPPORTUNITY IN DETROIT 


Our old, firmly-established agency in Detroit with an excellent loca- 
tion and reputation, numerous leads, and active producing agents, 


needs a qualified manager. 


We pay the entire office expense, including clerical salaries, give 
the manager top compensation plus incentive bonuses, and help fi- 
nance qualified agents through a liberal financing plan. Federal is a 
57-year-old company, offers a complete line of Life and A & H protec- 
tion, has been operating in the Detroit area for more than 20 years, 


and is "strong and progressive." 


The man we want should be under 40. He should have had experience 
as an "ordinary" life producer and as an "ordinary" supervisor or as- 
sistant manager or feel that he has the ability to manage an agency. 
Write giving full details (all replies confidential) to: 


Emery A. Huff 
Vice President & Superintendent of Agencies 


FEDERAL LIFE INSURANCE COMPANY 


168 N. Michigan Ave. 


Chicago |, Illinois 














DEPARTMENT HEAD FOR MULTIPLE LINE INSURANCE COMPANY 


Man 30 to 45 able to take over complete management of company opera- 
tion, including life and accident and health. Must be able to set up pro- 
cedures of accounting, underwriting, policy issuance and claims. 
Company is very well financially organized. This position will lead to an 
officership. Salary is open commensurate with experience and ability. 
Write complete details in first letter to Box L-28, The National Underwriter, 
175 West Jackson Blvd., Chicago, Illinois. 


Mich. Blue Cross 
Investigation Group 
to Begin Hearings 


LANSING—Although there have 


been no further legislative develop- 
ments, a special commission named by 
Gov. Williams to study operations of 
Michigan Hospital 
Cross) and Michigan Medical Service 
(Blue Shield) and seek possible reme- 
dies to curb rate increases, held its or- 
ganization session last week. 


Service (Blue 


The 17-member group, headed by 


George E. Bowles, chairman of the 
state labor mediation board, conducted 
its first session in secret. It was decid- 
ed to begin taking testimony March 27. 
Representatives of both service organ- 
izations and of Michigan Hospital 
Assn. will be heard the first day with 
spokesmen for industry, labor and the 
state insurance department appearing 
the following day. Mr. Bowles said 
the commission has only $200 at its 
disposal to conduct its study and may 
not be able even to afford a stenog- 
rapher to record testimony. He will 
advise witnesses to present their views 
in writing. 


The legislature has three resolutions 























HOME OFFICE GROUP SALES 
OPPORTUNITY 


Progressive Midwest iegal reserve life and A&H 
Company with rapidly expanding group opera- 
tions in the United States and Canada needs 
immediately an experienced group sales and 
service man age 25 to 35, to assume top level 
Home Office and field responsibilities in all 
phases of group insurance. Home Office experi- 
ence is desirable but not mandatory. Outstand- 
ing opportunity for growth and advancement. 
Salary and ppl tal comp tion com- 
mensurate with experience and ability. Address 
Box L-12, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 





HOME OFFICE UNDERWRITER 
SENIOR & JUNIOR POSITION OPEN 
QUALIFICATIONS: Ages 30 to 40. At least 5 
years experience in Ordinary underwriting. 
COMPANY: Largest in southwest. Over 3 bil- 
lion in force. Recent promotions make these 
two desirable openings available. Mild Gulf- 
coast climate. Group benefits. Pension plan. 

Five day week. ; 
IN APPLYING: Give pertinent facts in first 
letter as to age, education, experience, 
present salary. All replies strictly confiden- 
tial. (Qur personnel have been advised of this 
ad.) Address: Box L-44, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 








LIFE INSURANCE HOME OFFICE 
STAFF OPENING 


One of largest national life insurance companies, 
domiciled Chicago, has opening on Home Office 
staff. Duties include supervision of education 
and training activities, creation of proposal and 
sales material, aiding in sales campaigns and 
conventions. Personal production and training 
experience essential; knowledge of advanced 
ae gl necessary. Excellent opportunity 
initially with unlimited growth ooteniiel, Salary 
commensurate with responsibility. If interested, 
give complete resume of your background and 
experience. Inquiries will be held in strictest 
confidence. Address Box L-47, c/o The National 
Saerermer Co., 175 W. Jackson Blvd., Chicago 
, Htinois. 


A & H SALES EXECUTIVE 


Well financed Stock Company needs 
hard driving, experienced Sales Ex- 
ecutive, capable of planning and di- 
recting an aggressive expansion pro- 
gram in all phases of individual A & 
H. Unlimited opportunity for growth 
for right man. Address Box L-46, c/o 
The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 











a 

ACTUARY AVAILABLE 
Fellow of Seciety ef Actuaries. Young man, cel- 
lege graduete with mathematics major, 10 years 
experience Ordinary and Group. Desire te re- 
locate with company or firm having potential 
for advancement. Write, describing position you 
desire to fill to Box L-48, c/o The Natiena] Un- 
<aerier Co., 175 W. Jackson Blyd., Chicago 
, Minois. 





AN UNUSUAL OPPORTUNITY 





Director of Training 
An old line legal reserve mutual company lo- 
cated in Midwest has an unusual opportunity for 
an ambitious, hard-hitting C.L.U., capable of 
building and directing a company educational 
rogram. 
rite one background and experience to Box 
L-31, The National Underwriter Company, 175 

West Jackson Bivd., Chicago 4, Illinois. 


OPPORTUNITIES 
FOR ACTUARIES 


Our expansion program has necessi- 
tated the creation of four new Actu- 
arial positions. 


If you are between 25 and 35 years 
of age, and an Associate or Fellow 
of the Society of Actuaries, your in- 
quiry is invited. Two of these four 
new positions call for no specialized 
Actuarial experience. Experience in 
home office underwriting is preferred 
for the third position, and experience 
in Group Life Insurance and pensions 
is preferred for the fourth position. 


You will find our new, air-condition- 
ed home office offers the very finest 
in modern working conditions. Our 
liberal Group insurance, pension 
plans, and other employee benefits 
offer you the ultimate in security; our 
steady growth to a position of prom- 
inence in the industry assures unex- 
celled opportunities for personal ad- 
vancement. 


We will hold your reply in complete 
confidence when you write, giving a 
brief summary of personal data and 
experience, to Box L-53, c/o 

The National Underwriter Co. 
175 W. Jackson Blvd., Chicago 4, Ill. 














AGENCY SUPERVISOR 

Large life ageney in N. Y. City has promising 
opening due to promotion. Personal production 
ae oo rag pF? sell — one for men im field 
a rain in office essential. Supervis experi- 
ence hebpful, but not necessary. taneeteury op- 
titude test. Excellent opport; nity. The Lee 
Nashem Agency, Matual Benefit Life Ins. Ce., 
110 E. 42 St., N. Y. City, OXford 7-2950. 








ATTENTION: LIFE COMPANIES 


Successful general agency wants ee go as 
appointing general agents for California. Ordi- 
nary ond Credit Life A. & H. needed. 16 years 
agency experience. Premium income over 
$1,000,000. Write Box 41-50, c/e The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cage 4, Ill. 








AGENCY MANAGERS WANTED 


TO spearhead expansion pregram of one of na- 
tion's top fifteen life companies, 26 appointments 
will be made this year in U.S. and Canada. 
je x confidential interviews wil be granted 
quelified applicants. Send complete résumé te: 
Box #K- in Underwriter Co., 175 W. 
Jacksen Bivd., icago 4, Hlineis. 











in committee calling for investigations, 
Union labor spokesmen became volu- 
bly critical of Blue Cross operations a 
few weeks ago when Commissioner 
Navarre was asked to approve a 23.6% 
rate increase. Gov. Williams asked a 
full hearing before action by the com- 
mission and Mr. Navarre eventually 
approved a 15% increase which be- 
came effective March 1. , 


FTC A&S Ad Rules to 
Be Mailed a Week Late 


WASHINGTON—The federal trade 
commission staff has submitted a re- 
port to members of the commission on 
the recent trade practice conference on 
advertising rules for accident and sick- 
ness insurance. The commission will, 
according to present plans, publicize 
late this month its ideas of what a code 
of fair trade practice rules for A&S 
should be. Industry representatives 
and state commissioners will have op- 
portunity to present their views at a 
second public hearing on the subject, 
target date for which has been an- 
nounced by Commissioner Lowell 
Mason as April 18. 

Originally, FTC planned to mail out 
its proposed rules March 19. 








Ill. A&H Underwriters 
Plan 2-Day Sales Congress 


Illinois Assn. of A&S Underwriters 
will hold its annual sales congress at 
the Hotel Leland, Springfield, April 
20-21. 

Speakers at the meeting include 
Cliff McDonald, president of Interna- 
tional Assn. of A&H Underwriters; 
John Galloway, director of DITC: Sig 
Stottrup, manager for Mutual Benefit 
H.&A. at Decatur, and Eugene Boisau- 
bin, eastern supervisor of General 
American Life. Committee members 
for the congress include Roy E. Davis 
of Illinois Mutual Casualty, zone chair- 
man of the International association 
and state officers: W. G. Manzelman 
of North American Accident, presi- 
dent; R. M. Case of Mutual Benefit 
H.&A., vice-president; William Eyre 
of Illinois Mutual Casualty, secretary, 
and Deems Maupin of Business Men’s 
Assurance, R. L. Seiler of Paul Revere 
Life and Harold D. Walters of Bloom- 
ington, all board members. 





Refund 75% of A&S 


Premium if Cancelled 


An A&S§ bill passed by the Georgia 
legislature, effective July 1, provides 
that when a company wishes to cancel 
for reasons other than non-payment of 
premium, attainment of an uninsur- 
able age or assumption of an uninsur- 
able occupation, the company must re- 
fund to insured 75% of the difference, 
if any, between the total premiums 
paid on the policy from the inception 
date and the total payments and/or 
benefits received by insured under the 

olicy. 

The bill also provides a 10-day free 
look at the policy and other minor 
protections for insured. 





Buffalo A&S Meeting 
Features Four Speakers 


Three insurance company executives 


and an advertising novelty sales man- 
ager addressed Western New York 
A&H Assn. sales congress in Buffalo. 
They were Alfred W. Perkins, vice- 
president of Union Mutual Life; Mor- 
gan O. Doolittle, president of Empire 
State Mutual Life; Ralph C. Water- 


house of Brown & Bigelow, advertis- — 


ing, and Ralph E. Stanley, eastern 
sales director of Mutual Benefit H.&A. 
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Bank-Loan Plan Debated at NALU Midyear 


(CONTINUED FROM PAGE 1) 





Blumberg to edit out the reference to 
Treasury officials’ attitude got a con- 
siderable number of “aye” votes but 
was defeated decisively. 

In the form recommended to the 
poard of trustees by the national coun- 
cil, the federal law and legislation 
report warned that “the life insurance 
business would be wise to realize that 
the Treasury Department is antagon- 
istic towards the tax avoidance aspects 
that are the basic appeal of bank-loan 
sales and that opportunism of this 
kind creates in legislative circles a bad 
impression, which in turn may result 
in adverse legislation. Accordingly, we 
again express the hope that the rela- 
tively few agents and companies solic- 
iting or accepting this type of business 
will hence forth cease and desist.” 

Another controversial matter was 
the proposed revision of the constitu- 
tion that is being studied by a special 
committee headed by Harold Baird, 
Northwestern Mutual, New York City. 
The main difference of opinion is the 
extent to which the national council 
should be empowered to override the 
board of trustees. This stems from re- 
sentment generated at the 1954 annual 
meeting, at which the trustees went 
against the vote of the council, which 
favored keeping NALU headquarters 
in the New York City area. 

The debate on the constitutional re- 
vision proposals, which was reported 
to be fairly intense at times, was con- 
fined to the board deliberations and 
did not reach the floor of the council. 

An unusual feature at the council 
session was a talk by Managing Direc- 
tor Lester O. Schriver in which he 
addressed himself to the newer mem- 
bers of the council, discoursing on the 
traditions and background of NALU, 
eulogizing some of its outstanding 
leaders, and inviting his listeners to 
share this fellowship. 

President Stanley C. Collins, review- 
ing the year to date, paid special trib- 
ute to the work done by his immedi- 
ate predecessor, Robert L. Walker, 
Peninsular Life, Orlando, in getting 
more debit agents interested in not 
only belonging to NALU but in active- 
ly participating in its activities. Say- 
ing that “we are dealing with an en- 
lightened field force,” Mr. Collins ex- 
pressed the hope that NALU would 
reach its “coveted goal” of 100,000 
members in the not too distant future. 

Osborne Bethea, Prudential, New- 
ark, finance committee chairman, gave 
the treasurer’s report in the absence of 
Treasurer James E. Bragg, Guardian, 
New York City. He reported that sur- 
plus is still at the peak figure reached 
last year, $133,391, besides which 
NALU has set up a $30,000 reserve 
against the expense of moving to 
Washington. 

Charles E. Cleeton, Occidental of 
California, reported as chairman of 
the headquarters building committee 
that although no association has yet 
made its final report and the eastern 
part of the country has barely started 
its organization work, the current 
drive already has brought in $36,987 
in cash and $22,443 in pledges. These 
returns represent only 1,370 of NALU’s 
total membership yet they include 433 
charter builder contributions of $100 
or more, in addition to which Mr. Clee- 
ton received a number of $100 contri- 
butions here at the convention. 

Mr. Cleeton cited Wichita, Kan., 
among others, for its fine record. In 


Spite of doing outstandingly well in 


the first drive, Wichita has rolled up 
a record in this campaign, which if 
equalled on a per-capita basis every- 
where would result in the drive bring- 
ing in $1,131,000. 

“I hope every one of you will go 
home dedicated to seeing that every 
one who can be a charter builder be- 
comes a charter builder,” said Mr. 
Cleeton. “Every member who can’t 
be a charter builder should put not 
less than $10 into this great endeavor.” 

Mr. Cleeton mentioned that Congress 
recently appropriated $45 million to 
build a new state department building 
right across the street from the NALU 
site. 

John C. Donohue, Penn Mutual, Bal- 
timore, reporting as membership chair- 
man, said his committee had found a 
lot of associations weren’t satisfied 
with the goal of a 12% increase in 
membership but were out for 20%. He 
predicted that NALU will wind up this 
year “three-quarters of the way 
toward attaining its six-figure goal.” 

The national council recommended 
that legislative safeguards and ad- 
ministrative controls be set up im- 
mediately by each state, to be in- 
voked in the event variable annuity 
contracts are legalized. 

Approving a report submitted orig- 
inally at the annual meeting in St. 
Louis last year, the council recom- 
mended that the trustees make it the 
official position of NALU. 

The report was presented by Spen- 
cer L. McCarty, Provident Mutual, 
Albany, managing director of the New 
York association, and chairman of the 
NALU special committee on variable 
annuities. 

The report stated that the agents, 
because of their close association with 
the ultimate beneficiary of any plan to 
be substituted for guaranteed annui- 
ties, have a stake in the method used 
whether it be by a life company or any 
other company and therefore NALU 
strongly urges that these safeguards 
be incorporated in any proposed legis- 
lation to permit the writing of vari- 
able annuities: 

1. Particular care should be required 
in the wording of any such contract to 
avoid any misunderstanding of its con- 
tents. 

2. A balance should be required be- 
tween the variable contracts proposed 
and the solutions now offered through 
guaranteed plans. 

3. Control should be exercised by 
the same state departments that have 
traditionally regulated contracts in- 
volving life contingencies. 

4. A minimum requirement should 
be established for the essential ele- 
ments of valuation, mortality, expenses 
and like controls. 

5. Provisions to prohibit any illus- 
tration or projection of future results 
even if they are based on present ex- 
perience. Illustrations should be limit- 
ed to annual evaluations of the past. 

The committee expressed the hope 
that a degree of uniformity in the in- 
surance laws may be obtained among 
the states if plans for issuance of vari- 
able annuities are adopted. 

The national council rejected that 
part of the group insurance commit- 
tee’s report which would have with- 
drawn NALU’s long-standing opposi- 
tion to dependents’ group life insur- 
ance, provided coverage did not ex- 
ceed $1,000 on a spouse or $500 on each 
child. Council sentiment was unani- 





Three early arrivals at NALU midyear at Hartford and one who preceded 
them: Trustee Gordon Hockaday, Equitable Society, Spokane; Nathan P. Paulus, 
State Mutual, Dayton, O., president of Dayton General Agents & Managers 
Assn., Trustee Louis J. Grayson, Travelers, Washington, D.C., and Francis 
Fenn, National of Vermont, Hartford. 








mously for continuing NALU’s opposi- 
tion to any form of dependent group 
life coverage. The report was altered 
to reflect this sentiment. 





Southwestern Life 
Increases Stock from 
$5 to $7.5 Million 


Stockholders of Southwestern Life 
voted to increase capital stock from $5 
million to $7.5 million by the transfer 
of $2.5 million from unassigned sur- 
plus to the capital stock account. As a 
result, holders of record March 12 will 
receive one additional share for each 
two shares held. The company will 
issue 250,000 shares, bringing to 750,- 
000 the number of shares outstanding. 
A dividend of 40 cents a share was de- 
clared, payable July 13 on shares of 
record July 9. 

New business for 1955 amounted to 
$211,281,979, pushing in force to $1,- 
340,519,627 and marking the seventh 
consecutive year in which the company 
experienced a new high in sales. 

Payments to policyholders and ben- 
eficiaries were $21,645,780. New in- 
vestments in mortgages, bonds and 
other securities amounted to $59,847,- 
038, up more than $11 million. Assets 
stood at $369,052,237, and capital, sur- 
plus and contingency reserves were 
$41,611,905. 

In other actions, T. R. Mansfield, 
president of Gulf Ins. Co., was elected 
to the board; William R. Battle and 
Charles H. Connolly elected associate 
actuaries; William H. Thompson, asso- 
ciate controller; Dr. Chester Cook, as- 
sociate medical director, Ora. W. 
Walk, assistant agency director, and 
Charles A. Stallard, internal auditor. 





Business Men’s Holds 


Sales Meeting in Texas 


Business Men’s’ Assurance has 
scheduled a one day sales meeting for 
March 23 at a guest ranch in Mineral 
Wells, Tex. More than 40 men from 
the Dallas and Shreveport branches, 
the Amarillo, Houston and San An- 
tonio districts are attending. 

James S. Harp, manager at Dallas, 
and T. J. Tomlinson, manager at 
Shreveport, are presiding. Panel dis- 
cussions were slated to review time 
organization and record keeping and 
the company’s new A&S _ services, 
which include major medical and ma- 
jor hospital contracts. A third panel 
treats B.M.A.’s special life contracts. 

Attending from the home office are 
G.J. Tritch, field manager; D.B. Al- 
port, vice-president; W.M. Upton, re- 
gional claim supervisor, and C. R. 
Moreland, sales assistant. 


Zimmerman to Head 


Connecticut Mutual 
(CONTINUED FROM PAGE 1) 

Jr., Mr. Zimmerman succeeded him as 

managing director. 

The recipient of many honors, in 
1951 he was given the John Newton 
Russell memorial award of NALU for 
outstanding service to the institution 
of life insurance. He served as general 
chairman of the Hartford Red Cross 
drive in 1949, chairman of the Dart- 
mouth alumni fund campaign in 1950- 
51, and chairman of the worker train- 
ing section of the Greater Hartford 
Community Chest in 1952. He is on the 
board of directors of Dartmouth and 
the board of overseers of the Amos 
Tuck school. He is a trustee of Hillyer 
College and a director of the Hartford 
symphony orchestra and Hartford golf 
club. 





Hearing in Ky. on Ad Rules 
FRANKFORT—The Kentucky de- 
partment had a hearing last week on 
the advisability of adopting rules for 
accident & sickness advertising. 





DR. FRANKLIN D. KEIM, 69, di- 
rector and member of the executive 
committee of Union National Life, died 
in Washington, D.C., where he was at- 
tending a meeting of the secretaries of 
American Assn. for the Advancement 
of Science. Dr. Keim was a professor 
of agronomy at the University of Ne- 
braska and from 1932 to 1952 was 
chairman of the agronomy department. 





ROBERT O. BICKEL, 53, National 
Life of Vermont, Cedar Rapids, Ia., 
died of a heart attack at Mobile, Ala., 
while driving home from an extended 
vacation in the south. He suffered a 
previous heart attack in 1949. 

Mr. Bickel entered insurance in 
1926 with Mutual Life of New York, 
joining National of Vermont two years 
later. In 1929 he became the first 
Iowan to receive the CLU designation 
and in 1940-41 was secretary-treasurer 
of National CLU. A life member of the 
Million Dollar Round Table, Mr. Bickel 
was one of the organizers of the Iowa 
Quarter Million Dollar club. He was a 
member of his company’s leaders club 
for more than 15 years. He also au- 
thored The Master Contract Plan in 
1942 and originated Infomat, copy 
righted in 1941. 





DOUGLAS L. CANNON, 63, retired 
general office manger for Praetorians, 
Dallas, died after a long illness. He 
was with Praetorians for 30 years. 
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Gives Three Ways to Million Dollar Production 


(CONTINUED FROM PAGE 2) 





may be the owner of the policy. The 
employe, on his sole signature, has the 
right to change the beneficiary for his 
share of the proceeds. 

What are the employer’s risks? None 
at all. If the employe leaves, the em- 
ployer’s investment is protected by his 
right as assignee or owner. The tax 
features in this situation are interest- 
ing. If the employer receives more than 
his contributions, the excess is taxable 
as ordinary income. If it is a surrender, 
the employer will be entitled to utilize 
the 3-year proration rule. If there is a 
bona fide sale, the tax result may be 
long-term capital gain. If the employe 
dies, the employer recieves his invest- 
ment back. But this is essentially a 
negative approach. What are the plus 
values to the employer? He can retain 
promising emplcyes. He makes a con- 
tribution to employe morale. He can 
utilize this approach to supplement ex- 
isting group benefits on a selective 
basis. He avoids the embarrassment of 
hat-passing if there is premature death 
of key employes. 


What is the employe’s status? He 
gets life insurance when he needs it 
the most. Yet his cost is very low. If 
he leaves the employer, he can take 
over the policy by paying off the ad- 
vances made by the employer. This 
protects his insurability. 

Why didn’t this plan spread like 
wildfire? The reason was simple and 
obvious. There were income tax un- 
certainties in the plan. Now by revenue 
ruling 55-713 we have a favorable clar- 
ification and the path of utilization is 
clear. The ruling, in essence, regards 
these plans as interest-free loans by 
the employer to the employe. There is 
no taxable income to the employe. Pro- 
ceeds received at death for estate tax 
purposes have the same status as per- 
sonal insurance carried by _ the 
employe. Despite this green light, some 
words of caution are in order: 


1. This is only a revenue ruling. The 
internal revenue service aS a matter 
of custom will probably follow it. But 
it is not bound by the ruling. 

2. The ruling is based upon a pre- 
sumed contract between employer and 
employe. Therefore, for safety there 
should be some written agreement be- 
tween the parties. 

3. If the employe should also be a 
stockholder, the question may arise as 
to whether the transaction was adopted 
because the individual was an employe 
and incidentally a stockholder, or a 
stockholder and incidentally an em- 
ploye. The commissioner may not look 
as favorably on the interest-free loan 
approach if the latter situation prevails. 

4. If this is an interest-free loan in 
the framework of state law (and I 
doubt that it is), it is well to remember 
that some state statutes prohibit cor- 
porations from lending funds to direc- 
tors, stockholders and officers. Some 
states require that such loans bear 
interest. 

5. Is this an improper accumulation 
of surplus? Probably not any more so 
than any investment by the corpora- 
tion. If the funds are taken from ex- 
isting surplus, there is no change in 
the situation. 

Basically, we have an excellent tech- 
nique for selective employe benefits. 
It has, besides the death benefits, the 
opportunity for the employer to use 
the cash value as a retirement fund 
for the employe. Further, if the em- 
ploye dies before retirement, the em- 
ployer can use his share to fund tax- 





free benefits to the employe’s widow 
up to $5,000. Finally, this idea is perfect 
foil for a profit-sharing plan. An em- 
ploye’s rights in a profit-sharing plan 
grow gradually. In the split-dollar plan 
the employe’s rights decrease gradual- 
ly. As one fund grows, the other de- 
clines. The net effect is to give one an 
appreximate level benefit. 

The last idea I want to mention is 
the expansion of the key-man insur- 
ance concept. This would provide low- 
cost benefits to the employe along with 
the key-man insurance available to the 
employer. All you do is add a family 
income rider to the key-man policy. 
When the key man dies, the employer 
gets the benefits of the key-man in- 
surance. The family income rider 
benefit is paid to the decedent’s bene- 
ficiary. If the key man desires it, he 
can convert the family income rider to 
permanent insurance. The tax effects 
are normal. 

The corporation gets the key-man 
proceeds, income tax free (section: 101- 
(a) of I.R.C.). The beneficiary -will 
get the commuted value of the family 
income rider, income-tax-free if in a 
lump sum. Should the settlement op- 
tions be employed, the usual rules 
under the code will apply. The corpo- 
ration does not receive any tax deduc- 
tion for premiums paid on the perma- 
nent key-man insurance policy. The 
premiums paid on the family income 
rider probably constitute additional 
compensation to the employe and are 
part of his ordinary income. As such 
they are deductible by the employer. 
The proceeds of the family income 
rider constitute part of the employe’s 
estate (insured’s right to designate a 
beneficiary as incident of ownership— 
section 2042 I.R.C.). 

It is my hope that each of these 
ideas will be your pot of gold at the 
end of the 1956 rainbow. 

Mr. Ackerman’s car went into a 
snowbank while he was driving to 
Hartford during the heavy snowstorm 
Monday and he was unable to be at 
the agents forum. His talk was read 
by William Pryor, Connecticut Mutual, 
Milwaukee, chairman of the agents 
committee, who presided at the forum. 





NALU Group Committee 
Stirred by Huge Limits 


(CONTINUED FROM PAGE 1) 
sideration that some Treasury staff 
members have been giving to efforts 
of holders of large amounts of group 
life insurance to assign their group 
certificates so as to get them out of 
their estates. The Treasury people ob- 
ject, according to NALU Counsel Car- 
lyle Dunaway, not because the em- 
ployer’s contribution that paid for the 
huge amount of group is tax-deducti- 
ble but because the assignment of the 
certificate would make the insurance 
free from estate tax also. 

“Just because there has been no ex- 
pression from Washington doesn’t 
mean there hasn’t been any consider- 
ation of it,” observed Gerard S. Brown, 
Penn Mutual, Chicago, chairman of the 
federal law and legislation committee. 

One possible way that was suggested 
to the committee for making the 20/40 
limit effective without its enactment in 
New York was to seek enactment in 
Pennsylvania on an _ extraterritorial 
basis, so that any company licensed in 
Pennsylvania would have to follow the 
Pennsylvania law wherever it operated. 
A company might take the alternative 


of withdrawing from some states where 
this might be done but not from a state 
as important group-wise as Pennsyl- 
vania, it was pointed out. 

However, the consensus was that 
this would be sort of a mean trick to 
try before making an all-out effort to 
get the 20/40 limit enacted in New 
York. 

The committee voted to oppose any 
requirement in a disclosure statute 
for union welfare fund business that 
would call for information as to ser- 
vices rendered for commissions paid. 
It was felt that this could lead to a 
demand for justification of commis- 
sions on the basis of services rendered, 
a requirement that is not made of 
lawyers and accountants, for example. 
Also, it would be contrary to the gen- 
eral principle that commissions are 
not paid just for sevices rendered in 
a particular case but for work done al- 
so on cases that the agent did not sell. 

Another action of the committee in 
connection with welfare cases was to 
recommend that NALU favor making a 
charge for commissions in all union 
welfare fund cases but oppose paying 
commissions where no service is ren- 
dered, the commissions collected but 
not paid going into the insurer’s group 
insurance department or toward pro- 
moting group insurance among its 
agents, but in no case back to the in- 
sured. 

The motions on welfare fund com- 
missions were offered by Spencer L. 
McCarty, Provident Mutual, Albany, 
managing director of the New York 
State association. Mr. McCarty said 
that Martin House, special counsel to 
the New York department who in- 
vestigated welfare fund abuses, was 
much opposed to paying commissions 
for business on which no agent per- 
formed a service. 

The committee report as agreed on at 
the committee meeting recommended 
the withdrawal of NALU’s previous 
opposition to dependents’ group life 
coverage, provided the amount does not 
exceed $1,000 for a spouse and $500 
for each child under age 18. 





Life Men to Testify 


on FHA Legislation 


Carrol M. Shanks, president of Pru- 
dential, Milford A. Vieser, financial 
vice-president of Mutual Benefit Life, 
and Norman Carpenter, 2nd _ vice- 
president of Metropolitan Life, are 
scheduled to testify March 28 on pend- 
ing federal housing administration 
legislation before the housing subcom- 
mittee of the Senate banking and cur- 
rency committee. 





Push for Volume Hurts 
Prestige, Hedges States 


(CONTINUED FROM PAGE 1) 
by-pass the agent?” he asked. “Isn’t 
it about time to quit that sort of 
thing?”’ 

Hitting at special policies, Mr. Hedg- 
es said, “we’ve got more policies than 
Heinz has pickles. It’s the greatest 
legalized rebate practice I’ve ever 
seen.” He said an agent showed him a 
policy that worked out to $5.23 per $1,- 
000 at age 35—if the buyer took $100,- 
000. It was a renewable convertible 
term policy, with a $15 policy fee (on 
which no commission was paid, inci- 
dentally) that helped make the cost 
low on large amounts. 

Mr. Hedges also discussed the ori- 
gins of Life Underwriter Training 
Council, and its close connection with 
NALU from its earliest days. He con- 
cluded with a tribute to Charles E. 


Southland Life Issues 
50% Stock Dividend; 
Ups Capital $1 Million 


Southland Life stockholders author- 
ized a stock dividend of 50%, declared 
for distribution to all holders of record 
March 2 and providing an increase in 
the cash dividend to $1.35 a share, 
payable to all holders of record March 
2 on shares owned after distribution 
of the stock dividend. 

Involved in these transactions was 
a capital stock increase of $1 million, 
bringing the total capital and surplus 
to $7.5 million, plus a special volun- 
tary “contingency reserve” of $1,167,- 
649. A par value of $5 a share was es- 
tablished on stock which totaled 300,- 
000 shares after the stock dividend. 

During 1955, the company’s insur- 
ance in force topped the $1 billion 
mark, a gain of $790,329,889 in the 
last 10 years. Assets increased to $183,- 
885,518, a gain of $134,957,650 in the 
last decade. New life business in 1955 
amounted to $185,302,304. A&S premi- 
ums were $363,172. A total of $11,469,- 
183 was paid in benefits. 

Stockholders also approved adoption 
of a retirement plan for company em- 
ployes and full-time agents, effective 
July 1. 


New England Mutual 
Sales Rise Sharply 
for 5th Straight Year 


New England Mutual Life sales in 
1955 totaled $608 million, up $114 mil- 
lion, making it the fifth consecutive 
biggest year. Life insurance in force 
totaled $4.5 billion, up $399 millon, 
also the greatest gain ever recorded. 
Group in force rose to $150 million. 

Assets totaled $1,691,000,000, up $120 
million. Annual income reached $211 
million, up $12 million, excluding $25 
million in policy proceeds left on de- 
posit by policyholders and beneficiar- 
ies. Investments accounted for 28% 
of total income. Net return on invest- 
ments before federal taxes was 3.61%. 

Premium income rose 6% while in- 
come from interest, dividends and net 
rents gained 6.4%. After increasing 
policyholders’ reserves, meeting all 
insurance claims and obligations and 
deducting expenses, the savings from 
insurance operations exceeded $36 
million, up 8%. 

Dividends of $27 million, up $3.8 
million, were set aside for payment 
to policyholders in 1956. Although part 
of the increase reflected normal 


growth, more than half represented a © 
higher dividend scale to be distributed 


to policyholders. 

Other payments to policyholders and 
beneficiaries, exclusive of dividends 
and funds left on deposit, amounted to 
$71 million, up. $7 million. Of this a- 
mount, $42 million went to living 
policyholders. 

Unassigned surplus rose to $120 mil- 
lion, up 8.3%. In addition, the manda- 
tory security valuation reserve totaled 
$57 million, up $18.5 million. 

The company entered the group 
A&S field, and now offers complete 
group coverages. Several new types 
of coverages were issued, accounting 
for 20% of sales. A new series of pen- 
sion trust contracts proved particular- 
ly popular. 








Cleeton, Occidental of California, Los 
Angeles, for his untiring work 4 
chairman of the NALU headquarters 
location committee and presently of 
the building committee. 


ee 











‘ LACT S about 


n the 
$183,- 


. 
i John Hancock 


option 
y em- 
ective 


of | 


r 
les in Life insurance in force with John Hancock 
cutive 
force » ~ = 
on totaled $17,387, 137,773 at the end of 1955— 
illion. 
p $120 ° . 
a eloquent proof of the nation-wide accept- 
mn. de- 
ficiar- ° . . 
28% ance which this Company has built, and of 
nvest- 
3.61%. 
ile in- Seats P ° . 
3d net the training and caliber of its agents in all 
. a 
"sa fields of life insurance. 
| $36 


> $3.8 
yment 
h part 
ormal | 
ited a 
ibuted 











rs and 


dends Sut 
ted to MUTUALF LIFE INSURANCE COMPANY 


his a- 
living BOSTON, MASSACHUSETTS 



























a 
5 
wets 






































WESTERN AND SOUTHERN 
Sth Annual Statement 


December 31, 1955 





ASSETS 
United States Government Bonds. . $164,809,482.36 
103,250,241.97 
21,015,405.00 
326,024,317.30 
11,775,013.98 


Municipal and Corporation Bonds. 
Preferred Stocks 

Mortgage Loans 

Ground Rents 

Real Estate: 


Properties Occupied by 


the Company 4,079, 167.20 


3,041,851.35 
15,975, 130.84 
12,071,303.19 
3,067,825.14 
6,682,330.32 
495,123.70 


Investment 
Policy Loans 
Cash on Hand and in Banks 
Accrued Interest and Rents 
Premiums in Course of Collection. . 


Other Assets 





$672,287,192.35 























LIABILITIES 


Statutory Policy Reserves... . $578,248,413.00 


Policy Proceeds and Dividends 
left with Company... .. 


Dividends to Policyholders 
Payable in 1956 


Policy Benefits Currently 
Outstanding . 


Premiums and Interest Paid 
in Advance........ 


Accrued Taxes Payable in 1956 


Escrow Accounts and Unallocated 
Funds ake ee : 3,845,599.32 


Other Liabilities. ..............  1,701,876.23 
Security Valuation Reserve 3,821,758.97 


Reserve for Mortgage Loan 
Fluctuation and 
Other Contingencies 

Reserve for Ultimate Changes in 
Policy Valuation Standards... . 


Surplus 


5,812,075.00 
7,458,785.00 
1,174,973.37 


3,259,711.46 
2,814,000.00 


8, 150,000.00 


6,000,000.00 
50,000,000.00 


$672,287,192.35 





Insurance in Force ..... . $3,068,365,575 
Policies in Force .....+-+-+-+-+ 4,655,527 


THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


wf Mutual Company 




















